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ABSTRACT
This project is a business plan for expanding a home
improvement company named Sinar Harapan. This company
exists to accommodate the demand of technical tools and
home improvement including construction material and power
tool products. The major data and information are gathered
from the owner of this company and from journals and other
scholarly sources. These data and information are used to
describe, analyze and evaluate the important elements
relating to the expansion of this company.
The result of this business plan emphasizes: 1)
attracting more customers to increase sales; 2)
establishing new companies like contractors, distributors
and wholesalers; 3) and leading the market of home
improvement and construction materials in Lampung. By
developing and implementing this strategic business plan,
management of Sinar Harapan expects to be more capable of
expanding this company.
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CHAPTER ONE
BACKGROUND
Introduction
Sinar Harapan, a family business was founded by my
father, in Lampung, one of the provinces in Indonesia on
December 31, 1990. This private company conducts trading
business in power tools, home improvements products and
technical tools. Currently, this company conducts business
by selling more than 300 different items resulting in an
income of more than $600,000 per year. The plan is to
expand this business by selling more items and attracting
more customers.
Sinar Harapan tries to attract many customers from
furniture home industries, production companies, regular
customers, and building contractors. The main customers of
Sinar Harapan include Wong Coco, a factory that produces
coconut drink, Enka Citra Trakindo, a building contractor,
and Indomiwon, a firm that produces monosodium glutamate.
Sinar Harapan became the major supplier for Gunung Madu
Plantations, a sugar production firm located on East
Lampung in 1993.
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Sinar Harapan sells an abundance of items such as
metal round beams, metal angle beams, steel and PVC pipe,
paintbrushes, oxygen regulators, paint, cement, padlocks,
adjustable wrenches, pipe wrenches, and etc. This firm also
sells power tools such as drills, grinders, planers,
trimmers, routers, and etc in order to fulfill the need of
home furniture industry. The company provides the technical
tools such as cutting torches, spray guns for painting, and
electric welding handles to fulfill the demand of the
contractors and production companies.
Purpose of Study
Sinar Harapan never had a strategic plan before in
order to survive in a competitive business environment.
Developing a sustainable business plan is imperative if the
owner wants to expand this company because of constantly
changing economic situations. •
The purpose of this project is to build a strategic
business plan for Sinar Harapan. Having been involved in
this family business since it was first established, I
understand about the elements of this company including
competitors, customers, products, business strategies, etc.
the data and information of the company are obtained mostly
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from my father as the owner of this company and other
secondary source on Indonesia and my hometown, Lampung. By
making this project, I expect to be more knowledgeable and
capable of managing this company. The outline of business
plan for Sinar Harapan is as follows:
Marketing Plan:
• Customer analysis is to analyze the regular, the
most potential, and the future customers who are
possible to entice.
• Competitor analysis is to evaluate the major
players of home improvement and technical tools
In order to identify their strengths, weaknesses,
and strategies in conducting this business.
• Market analysis is to identify potential markets,
and their submarkets of power tools, home
improvement products, and technical tools for
targeting customers.
• Evaluation and examination of key success
factors, scenario analyses, threats, and
opportunities of this trading company.
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• Environment analysis is to deal with national and
local economic situation, government activities,
and Lampung demographics.
• Explanation and analysis of products, prices,
distribution channels, promotion methods,
strengths, weaknesses, and financial situation of
this company.
• The implementation of appropriate business
strategies for expanding this company in the
future.
Financial Plan:
By Analyzing and evaluating the current financial
situation of Sinar Harapan, the management of this company
will be able to estimate the required capital for
conducting this kind of business considering product
allocation and physical distribution such as
transportation, warehousing, and salesmen in order to
expand the company.
Problem Identification
Sinar Harapan still has the following problems in the
areas of home improvement and the technical tools business:
• Manual transactions.
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• Implement conventional business management and
consequently, there is sometimes inaccurate and
incomplete information when reviewing business
data.
• Due to the large .numbers'of items, employees are
difficult to train. As a result, it is hard for
them to identify quickly and accurately these
items.
• Limited storage and warehousing.■
• The lay out of some products are hidden, so
sometimes the consumers are not able to easily
see the products.
Method and Procedures
By analyzing and evaluating the situation of internal
and external company circumstances including customers,V
competitors, markets, environment, key success factors, and
the implementation of marketing mix and business
strategies, the management of this company expects to be
more capable of expanding this trading firm.
I intend to implement compared business practice
designed to model this company after Home Depot in order to
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learn their strength and key success factors. Sinar Harapan
has model that is used for rationale for data analysis:
• Categorizing the customers to home industry,
production companies, building contractors, and
regular customers.
• Recording the debt, liabilities, revenue, total
income, expenses, and price of the merchandise to
measure the profitability of this company every
year.
By doing so, the management of this trading firm
expects to be able to understand and recognize the real
condition and situation of this business organization in
order to make pricing decision, attempt to increase sales,
target larger customer base, and implement business
strategies.
Corporate Culture
When the company was established, it focused its
business on the building materials. It expanded to a power
tools business when home industry proliferated. Electricity
has already reached many villages in Lampung, so a lot of
carpenters do their work automatically by using power
tools. This creates the opportunity for selling those tools
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to them and to the retailer located near those villages. In
fact, this firm has been selling technical tools since this
company became the major supplier for Gunung Madu
Plantations. This means this firm grows automatically by
targeting more segments of customers.
As a trading company, this firm indirectly supports
the local economy by selling power tools and charging the
lowest possible price. As a consequence, many furniture
home industries can do their activities well. Sinar Harapan
also pays attention to the customer satisfaction by getting
information about their performance of conducting business
in order to fulfill customers' needs.
Management including the owner of this firm trains and
develops their employees to work well and give these
employees sufficient salary that is more than regional
minimum wages including incentives every month depending on
their performance. The owner of Sinar Harapan tries to
create the convenient working •’condition" in order to discuss
with his staff about the proper business decisions to exist
in the future. ’
Mission Statement and Vision
The mission statement for this company is to meet the
demand for building materials in order to support furniture
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home industries and production companies. Many factors have
to be considered in order to accomplish this mission
including the wide variety of products, the sustainable
capital requirements, good relationship with customers,
affordable prices, and.appropriate distribution channels to
retailers, distributors, and customers.
This firm also has a vision to establish a building
contractor as a separate company. This is a good idea since
this trading firm conducts the business in building
materials. This private company can supply the materials
directly to that company, and as a result the management of
this firm offer a contract with a lower price than any
other contractors since they must get their building
materials from other suppliers.
Sinar Harapan also makes deal with a distributor of
Chinese product in order to sell many Chinese power tools
such as drills, grinders, jigsaws, chain saw, and etc since
these products saturate Lampung. Currently, Sinar Harapan
is the sole dealer of the famous Chinese power tool
products brand named "Modern". The owner of this trading
firm plans to establish a new company that focuses its
business on other Modern brand products including
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motorcycles, refrigerators, television, stereo, washer, and
etc.
Business Goals
Following are the business objectives of Sinar Harapan for
near future:
• Be the market leader of home improvement in
Lampung by providing building materials,
construction items, power tools, and etc.
• Establish appropriate distribution channels with
customers, retailers, distributors, and other
business units.
• Deal with local government to support the
development of Lampung by supplying construction
items and building materials to government
iproj ects.
• Enhance the customers to maintain business
relationships by charging affordable prices to
regular customers and special prices to important
customers when they buy in a large quantity of
items; offering vast variety of products, and
implementing good service including free
delivery.
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Dominate the technical tools business in order to
have more opportunity to become the major
supplier for production companies.
Expand further into home building market by
supplying building materials at attractive and
competitive prices to home development companies.
10
CHAPTER TWO
SITUATION ASSESSMENT OF EXTERNAL ANALYSIS
This chapter assesses the situation to identify
important elements for company expansion. The situation
assessment of external analysis consists of the analysis of
customers, competitors, markets, environment, threats, and
opportunities of Sinar Harapan. This also includes the
analysis of the relationship between these external
analyses and the company.
Customer Analysis
Customers of Sinar Harapan are very complex because
this company wants to reach as many segments as possible in
order to expand business. Principally, its potential
customers are furniture home industries, home developers,
retailers on the suburbs of Lampung, building contractors,
and production firms. They always purchase large amount of
goods routinely and pay for them in credit. The risk is if
those customers collapse or they do not intend to pay their
debts, we lose a lot of money.
Due to the production company orders, Sinar Harapan as
the supplier must provide the specific and unique items
that are necessary to support the production process. The
11
Imanagement of this firm sometimes faces- the obstacles of
getting these items quickly at competitive prices in order
to fulfill these production companies' orders. It is
different, from the similar- trading-, companies that focus on
regular customers only. They do not need to provide those
specific selling items like technical'tools as Sinar
Harapan does. The .advantages of supplying the materials to.
these production companies are for long-term benefit. Their
usage level is extremely high; therefore it consumes a lot
of materials and technical tools. They also pay their bills
on time, so the risk of losing money due to the bad debts
is lower unless something bad happens such as the company
is in bankruptcy because the production process is failure.
In this case, the problems that this company face are the
huge requirement of capitals since this firm supplies the
materials to these production companies and allows them to
pay using a payment plan. This situation could happen
because Sinar Harapan purchases those materials in cash-
from central distributors. The management of this firm has
to do this in order to get the lowest possible price in
order to obtain high profit margin.
Sinar Harapan distributes home improvements and power
tools to the retailers on the suburb of Lampung. These are
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potential customers in order to broaden the market area.
This kind of customer is more likely to be dependable
because they have customers who continually buy products
and as a result, Sinar harapan will get profit in a low
percentage but high volume. Essentially, the more these
retailers sell the goods to their customers; the more Sinar
Harapan can supply those goods to those retailers.
The difficulty that this firm faces at suburb
retailers is that it is not easy to monitor them because of
the locations and the large amount of this sort of
customer. The management must quickly anticipate by ceasing
to supply the selling goods and asking them to pay their
account payable when the management of this private company
gets the information about their business going down. Sinar
Harapan has to do this since this company supplies to those
retailers at a very low profit margin.
Sinar Harapan attempts to support the economy of
Lampung by selling power tools to the furniture home
industry to make wood products. Actually, those carpenters
have many choices to buy the tools from vendors, suburb
retailers (many of the carpenters are located on the suburb
of Lampung), and from Sinar Harapan. They will be charged a
higher price if they purchase the tools from vendors
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because of the interest that comes with paying credit. The
carpenters are also potential customers of this trading
firm because they are the end users of power tools,
therefore they request a lot of spare parts of these tools
that this company provides also in order to reinforce the
market share.
Honestly speaking, the carpenters, as the end users of
power tool products, need to be given the financial support
to do their job. The distributor (Sinar Harapan) and
retailers will depend on them for increasing the sales of
power tools. Many of these carpenters are skillful but find
themselves in a weak financial condition; therefore they
cannot do their wood work. The management of Sinar Harapan
considers selling the power tools and their spare parts by
credit with very low interest, but the problem is that some
of these carpenters mismanage their business, and as a
result, they cannot pay their debts. Sinar Harapan does not
do this type of business because the owner is afraid of
losing money.
While serving the regular customers, this firm just
tries the best to serve them in order to fulfill their
needs. They are highly complex customers since they have a
wide variety of demand, and purchasing practices. Many of
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them will become potential customers of Sinar Harapan when
they repeatedly buy the products and realize that this firm
sells these products at such a low price. For example, if
they want to build or renovate their homes, they can
purchase necessary materials for doing so. At the
beginning, they buy in a small amount of items. The more
they purchase the products from Sinar Harapan, the more
they understand that this company conducts business well to
satisfy the customers. The consequences are that they will
buy a larger amount of goods to complete their goals. The
management of this trading company makes good relationships
with them automatically when they buy in bulk regularly.
Since this firm has a good relationship with their
customers, the management of this company allows them to
pay for their goods using credit, even though some of them
are unable to pay for various reasons. The owner of this
firm assumes this is one of the risks of conducting
business in home improvement that helps to create bad
debts. Many customers could become potential customers.
These buyers include regular customers, suburb retailers,
furniture home industry/carpenters, and production
companies are good customers that this firm needs to
achieve. Therefore the management of Sinar Harapan must
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treat the customers well in order to increase sales and
expand the company.
Competitor Analysis
According to the Indonesian Central Statistical
Bureau, there were 422 construction companies in Lampung at
1993. These companies significantly increased to 561 in
1996. Perhaps, this was the peak of Lampung development era
before Indonesia sustained terrible economic crisis at the
end of 1997. Indonesia suffered a devastating economic
downturn and extremely high inflation. As a result, the
number of construction companies in Lampung went down
drastically to 398 companies in 1997; and 348 companies in
1998. The assumption is that these companies would go
bankrupt because of their weak financial situation. At that
time, the prices of construction materials went up
dramatically. Many buyers and customers lost their
purchasing power; as a result, business activities did not
run properly. Currently, the economic condition has
improved and the Indonesian government has already
succeeded to reduce inflation and stabilized the exchange
rate between Indonesian currency (Rupiah) and US dollars.
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Management of Sinar Harapan is concerned about the
competitors in home improvement and technical tools. The
home improvement segment is a very competitive business
since many' other companies run the same kind of business.
Technical tools are less competitive business because there
are fewer of them. The management of Sinar Harapan has less
concern about the power tool business because this company
is the main distributors of Japanese power tools in the
entire Lampung province. For instance, Gading Jaya, Suara
Baru, Sinar Jaya, Panca Logam, and Karya Sakti, are the
major players in home improvement in Lampung. They
distribute building materials to the retailer in the
suburbs of Lampung and sell these products extremely cheap.
However, they do not conduct business in the technical and
power tools area, they focus on home improvement only. On
the other hand, Nusantara, Sinar logam, Sarana Teknik, and
Logam jaya conduct the business both in home improvement
and technical tools, but they sell their products
especially for highly technical tools at a higher price
than those companies previously mentioned because of the
specification and uniqueness of these tools. Many customers
will buy these tools if they are required even though these
17
customers will be charged a high price since only few
companies sell these technical tools.
The weaknesses of these home improvement major players
(Gading Jaya, Suara Baru, Sinar Jaya, Panca Logam, and
Karya Sakti) are that they sometimes sell low quality
products in order to charge exceptionally low prices. In
this way, they cover their cost by selling items in high
volume. They sell only the common home improvement products
that are used for building low and medium class houses, not
high class or luxurious houses.
In Indonesia, businessmen are supposed to compare and
consider the bank's interest and the profit on merchandise
when they conduct business. This means they have to
consider which way is more profitable, either they deposit
their money in the bank and get the monthly interest or
they invest their money for business and get the profit.
These companies (Nusantara, Sinar logam, Sarana Teknik, and
Logam Jaya) are responsible for both the home improvement
and the technical tools business. Due to the huge
requirement of capital necessary, these companies have
difficulties competing with home improvement business. The
turnover of these technical tools takes long time. This
means these companies have to invest for a long period of
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time, and as a result, their capitals remain stuck. The
only way for these companies to survive is to sell these
tools at an extremely high price so that they can get a
very high profit margin on this product.
For the two kinds of major players previously
mentioned, the conclusion is that both of these players
apply different strategies for conducting business. Home
improvements players try to sell their goods in high volume
with at an extremely low price; whereas technical tool
players attempt to distribute their merchandise by using a
high profit margin because of low volume selling.
Many companies also sell Japanese power tools as
additional items, but they do not sell as many tools as
Sinar Harapan does because this trading company is the main
distributor of these power tools. This means this company
does not have potential competitors in Japanese power tools
segments because this firm distributes these tools to all
the companies in Lampung. The main competitors for this
segment are the companies that sell the power tools made in
China at a very low price. Since 1997, Indonesia has
suffered from a monetary crisis; as a result, many buyers
including carpenters have lost their purchasing power. Many
companies including Sinar Harapan try to sell Chinese power
19
tools that are less expensive than Japanese power tools.
Unlike the importers of Japanese power, tools, Chinese
importers are very common in Indonesia and they sell these
tools at lower price and offer various brand names. The
management of Sinar Harapan assumes that the situation for
selling Chinese power tools is in pure competition with
many other companies.
This trading firm also has the competitors from inside
and outside of Lampung. They are Sinar Delta, Jaya Abadi,
and Lima Saudara (located in Lampung); Abadi Teknik , Tirta
Jaya, and Sentosa Teknik (located in Jakarta, the capital
of Indonesia). Gunung Madu Plantations (GMP) consumes an
over abundance of technical tools and construction items as
supporting materials for producing granulated sugar
nationwide. They are serious competitors since they attempt
to take over Sinar harapan position as the main supplier of
Gunung Madu Plantations (GMP). .
Because competitors from Jakarta (Abadi Teknik, Tirta
Jaya, and Sentosa Teknik) focus on construction materials
such as steel plates, aluminum plates, steel pipe, metal
angle beams, and etc, they sell technical tools only to
GMP. Sinar Harapan can compete with these competitors for
these construction items since this private company derives
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those materials from main distributors at a similar price.
Sinar Harapan sells technical tools to both GMP and regular
customers in order to get cheaper price than these
competitors because this private firm purchases larger
amount of items than they do. Sinar Harapan also has the
advantage of transportation cost since it is located in the
capital of Lampung. This is a much closer location- to the
area of GMP in the suburbs of Lampung. Lower transportation
cost will significantly affect the prices of the items
because the management of Sinar Harapan makes a deal with
GMP that includes delivery. By competing with local
competitors (Sinar Delta, Jaya Abadi, and Lima Saudara),
this trading company has the advantage because it has
already created good relationship with GMP management to
become main supplier.
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Table 1. Grid of Competitors
Segment of Home 
Improvement
Segment of
Technical Tools
Segment of
Supplier for 
Production
Company
Gading Jaya Nusantara Sinar Delta
Suara Baru Sinar Logam Jaya Abadi
Sinar Jaya Sarana Teknik Lima Saudara
Panca Logam Logam Jaya Abadi Teknik 
(Jakarta)
Karya Sakti Tirta Jaya 
(Jakarta)
Sentosa Teknik 
(Jakarta)
Market Analysis
The market area for building construction hardware
including technical tools, home improvement, and power
tools is expansive. The growth of power tools especially is
blossoming because many people want to customize their
furniture based on their desire instead of buying the final
products in the furniture store. Many carpenters need these
tools in order to fulfill their customers' demand for
customized furniture. This demand was noticeable at the
first time Sinar Harapan was established. At that time,
this company only sold a limited number of items such as
drills, planers, grinders and no spare parts. During this
period, the revenue from power tools was approximately
$50,000 per year. This means the percentage of. power tool
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sales was only approximately 25% of the total revenue of
this firm during that year. The demand of power tools and
their spare parts has increased simultaneously. The
percentage of power tools is almost 45% of the total
revenue ($250,000 of $600,000). Calculating the increase of
power tools sales, it is obvious that this sales goes up
approximately 500% with a lot of different units, spare
parts, and brands such as Makita, Hitachi, Modern, GMT, and
etc.
The largest market for home improvement business is
the home developer. Management of Sinar Harapan tries to
make deals with many home developers in Lampung such as
Villa Citra, Gading Permai, and Bumi Asri, to supply
building materials. By supplying the construction items to
home development company, this firm has the advantage of
creating business with individual developers. These are the
people involved in home development company who build
houses, schools, warehouse, etc. They become -the submarkets
of home improvement business when their contract is over;
therefore, management of Sinar Harapan can deal with them
personally to supply the items when they get construction
work.
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Another potential market for home improvement and
technical tools is the distribution of the items to
companies such as Gunung Madu Plantations, Sweet
Indolampung, Bunga Mayang (sugar production); Dipasena,
Bratasena (shrimp production). By supplying construction
materials to these companies, Sinar Harapan can also
distribute the materials to the contracting firms that
maintain and build the construction elements such as
boilers (main power source), employee houses, workshops,
and warehouses in those companies.
Government projects including bridges, ports, public
schools, and local airports- are also good markets of this
company's business. According to Lampung government, their
plan is to construct more public infrastructure valued at
approximately $9 million in 2003 . Due to the value of these
projects, they will consume vast amount of construction
materials to implement this plan. In Indonesia, government
owns the companies that regulate and control people lives
such as the companies that supply the electricity, drinking
water, gasoline, and public transportation. By making deal
with local government to support the development of these
public infrastructures, management of Sinar Harapan also
has the advantage of creating business that sells the
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materials to these companies. Principally, Sinar Harapan is
able to create good relationships with submarkets of
construction businesses by being involved with their main
markets.
Key Success Factors
There are many factors that determine the success of
the home improvement and the technical tools business. The
following are key success factors of Sinar Harapan:
• Due to the economic downturn in Indonesia, this
firm charges affordable price for their products to
maintain current customers and attract more consumers.
• This company sells the merchandise as vast as
possible based on customers' demand and the strength of the
owner's capitals.
• As the main dealer/distributor of Japanese power
tools, Sinar Harapan tries to promote their products by
deploying salesman to retailers in the suburbs and offering
them lower prices and wider variety of power tool products.
• The management of this company attempts to get
the cheapest price for merchandise from the distributors by
buying in large amounts and paying for them in a very short
period.
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This store offers different kinds of merchandise
(high, medium, and low quality) therefore; the customer has
the alternative of buying products depending on their
purchasing power.
• This firm also offers repair service for power
tools and machines like water pump, welding machines,
generators, drill machines, and chain saw in order to get
more benefit. Many customers will come to this store since
they know this store has the complete business of these
tools and machines.
• This company sells the products which include the
supporting elements for these products. For instance, they
sell power tools with their spare parts. This firm also
provides welding machines with welding torches, gloves,
goggles, and cables; thus, customers can get the complete
equipment by visiting this store.
Environment Analysis
Technology plays a role in the technical tool, home
improvement and the power tool businesses. This helps
people do their work faster, more accurately, and more
efficiently. Many home improvement businesses plan to
install a paint-mixing machine to mix paint according to
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customer's specifications. The management of Sinar Harapan
considers purchasing this machine as long as the spare
parts are available in the local market. They also consider
the durability and the reliability of this machine, the
access ability of the raw materials for mixing paints, and
the availability of funds to invest in this machine.
One problem relating to the technology of technical
tools is that the higher the technology level of a specific
tool, the higher the price of that tool. This means it
requires more capital to sell these tools and there are
fewer customers to purchase them. In this situation,
technology has both positive and negative effects on the
technical tool business. For instance, many people need a
drill to make a hole. Currently, there is a magnetic drill
machine for doing the works on the ceiling or the top of a
building. It has more capacity and a higher price than the
regular drill does. The particular customers like
contractors need to buy this magnetic drill. Sinar Harapan
as the provider of this tool must invest big money to
provide this technical item that is difficult to sell
because only a few customers such as contractors and
building maintenance staff use this item. This does not
guarantee that all the customers previously mentioned will
27
buy magnetic drills due to the high price, but if Sinar
Harapan does not provide- these items, their customers will
go to the other competitors.
The Indonesian Government 'has a' significant role in
overcoming the economic issues. Economic growth in
Indonesia was 3.4% in 2002 and 3.8% in 2001. This was a
good improvement whereas this economic growth was negative
in 1998 and 1999. The banking condition is one of the
issues that they need to be seriously concerned about.
Banks must be in a good financial position because they, as
financial institutions, are responsible for supporting
businesses. In the past, many commercial banks in Indonesia
were in a critical financial situations because of a
monetary crisis; therefore, government needed to
restructure and refresh banking condition in this country.
These banks have owed an abundance of money to the other
foreign banks and also to the Indonesian Federal Reserve.
Moreover, the exchange rate of Rupiah (Indonesian currency)
went down almost 400% when converted to U.S dollars. The
consequences were that the commercial banks' assets
(Rupiah) decreased and their debts (U.S dollars) increased.
Many people hold US dollars because of instability of
Indonesian currency value at that moment. The Indonesian
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Federal Reserve Bank endeavors to stabilize the exchange
rate of Rupiah by increasing the rates of interest up to
60% per year. They did this to motivate people to sell
their U.S dollars and deposit their Rupiah. This action
killed business and many businessmen chose to deposit their
money in banking institutions to get high interest instead
of investing that money in an uncertain business condition.
On the other hand, Indonesian government had the burden of
paying the incredibly high interest rate previously
mentioned. This situation lasted at a short time only until
the exchange rate of Rupiah became stable, then the
interest rate of both commercial and government banks
returned to normal around 10-13% per year. Indonesian
Government shut some of these commercial banks down because
they were unable to be restructured. The rest of the banks
still remain open and running by themselves, some were
taken over by government and others merged with other
banks. Government also collaborates with the Indonesian
Federal Reserve Bank to increase their potential investment
to produce export-oriented products. This possibility could
happen if government banks launch low interest loans to
finance home industry and small business units.
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The rate of unemployment in Indonesia is very high.
Due to the population growth, the overall unemployment in
Indonesia at present is 40 million people or approximately
25% of total work force. This is a terrible economic
situation in Indonesia. Many educated people who have
bachelor degrees do not work or they get a job that is
totally different from their skill and ability. The other
important factor regarding the economic situation is to
improve the security of business situations in Indonesia.
f
Military and police departments need to intensify their
efforts to secure the circumstances in Indonesia in order
to entice and motivate business players to invest their
money and conduct business. The expected result Indonesia
will return to financial stability. Law enforcement and
management should collaborate with each other to solve the
current employment problem. Cooperation among the
Indonesian people, law enforcement, and company management
will help these people realize that anarchy demonstration
and work strike will only make the business situation
deteriorate. However, the rate of crime will decrease 'as
soon as economic conditions improve. Indonesian government
also needs to encourage businessmen by applying simple
30
business regulation for these investors to conduct business
in Indonesia.
Principally, all economic matters in Indonesia
originated from the mistakes of not only from previous but
also from the current governments. They failed to govern
Indonesia and eradicate corruption. They have not succeeded
in arresting the corruptors and seizing their assets to pay
foreign debts. They create a high economic gap between
poverty and wealth which created social envy between the
rich and the poor. The circumstances are exacerbated by the
fact that most of these poor people are uneducated and
unskillful; therefore, they can only work at blue-collar
jobs. The situation becomes more complex since some of the
government bodies are filled with dishonest people who are
involved directly and indirectly in corruption and
collusion with the businessman to obtain benefits from each
other. The bottom line is that the Indonesian Government
needs to become more honest, knowledgeable'and competent in
order to govern Indonesia.
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Strategic Uncertainties and 
Scenario Analysis
Following are the analysis for future situations that
can possibly occur regionally or nationally that will
perhaps affect Sinar Harapan.
Concerning production, there is an ongoing dispute
between local residents and management of production
companies like Dipasena, GMP, and Indomiwon. Conflicting
issues regarding pollution, land management, and salary
disputes cause the dispute. These issues affect the
productivity of these companies. This will, in turn, affect
indirectly the number of purchases of materials from Sinar
Harapan as the main supplier. In this situation, management
of Sinar Harapan cannot expect these companies to buy an
abundance of construction items because of non-technical
problems. The management of this trading company can help
these production companies by allowing them to pay their
debts using longer payment plan and smaller payment than
normal in order to maintain good relationship with them.
The political uncertainty of Lampung government
relates to the currently elected governor. The governor was
being investigated for corruption, bribery, and misuse of
funds. Local politic situation is necessary to be concerned
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when the management of Sinar Harapan tries to supply;
(
materials for government projects such as public schools,
government buildings, and small housing development for
low-income people. Due to these circumstances, Sinar
Harapan only supplies the necessary items to the government
projects that already exist such as national electricity,
water supplies, and public transportations.
The main products that influence the economy of
Lampung are pepper and coffee. Since they are vital sources
for local economic stability, the international
transactions of these export commodities will affect
indirectly to the home improvement business. If the value
of these commodities in the foreign market, converted to
Indonesian currency (Rupiah) is at a high price, many
farmers and villagers will stand to gain huge benefits.
Therefore, the sales of power tools and any other home
improvement materials will go up because these residents
are the largest buyers of furniture home industries. These
residents also tend to build new houses or repair old ones.
The political situation in Indonesia has become
unstable because there has been a monetary crisis since
1997. Many conflicts arose among people from different
tribes, religions, and races. The conflict were made worse
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by a devastating economic situation that caused many people
to lose their jobs; the rate of crimes increased, and
security in Indonesia became a major problem. Due to these
situations, many investors would not invest their money in
Indonesia. Another problem is that domestic investors would
(
divest their money from Indonesia and move it to the other
country such as China, Vietnam, Malaysia, or Singapore.
These actions influence the home improvement market and
many companies will not be able to conduct their
businesses. Moreover, they will not consume construction
items to maintain, repair, and build their buildings,
employee houses, warehouse, and workshop, etc. On the other
hand, this situation can create an opportunity for home
improvement business. In the past, many people from
different religion killed each other in some provinces in
the East and middle parts of Indonesia. Many houses were
destroyed, then when they reconciled, they needed building
materials to build their houses.
Opportunities
Sinar Harapan has the advantage’ of selling and
distributing construction materials which gives this firm
the opportunity to set up a contracting firm as a new
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company. By establishing a contracting company/contractor,
the owner of this home improvement firm is sure to be able
to survive and compete with the other contractors because
this new contracting firm as part of Sinar Harapan group
does not need to buy the construction materials from other
suppliers. On the other hand, the other contractors must
purchase their materials from other suppliers; therefore
they cannot receive low material prices as Sinar Harapan
does because this company purchases these items directly
from distributors in vast amounts and pay for them quickly.
The more materials this company purchases, the less the
price of these materials they pay. Sinar Harapan group is
able to create business by using their own contracting firm
to do the projects in Gunung Madu Plantations, Wong Coco,
and Indomiwon because they have good relationships with the
management of these production companies.
Management of Sinar Harapan applies strategies for
employing people who have worked in the contracting firms.
They know these people well because they distribute the
items to these companies on regular basis. They hire these
experienced people after these persons leave their previous
company. As a result, Sinar Harapan group does not face
many difficulties doing the projects. The problem that
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management of Sinar Harapan needs to address is the ability
to control the usage of construction materials and finished
jobs. They have to do this to prevent their employees from
manipulating material and using it to serve their own
interest. They need to inspect the finished jobs of their
employees to satisfy the production companies who hire
Sinar Harapan to do the projects of these companies.
Sinar Harapan has a close relationship with one of the
distributors of Chinese products whose brand name is
"Modern". This distributor has already offered this
trading firm the opportunity to become the distributor of
not only power tools but also their entire stock,
refrigerators, television, washers, and stereo sound
systems. This is a good chance for Sinar Harapan to expand
company. Before the management of this private firm
conducts this business, they need to consider many factors
including the market of Chinese products in Lampung, the
quality and the prices of these products, the promotion
methods used, and the physical distribution such as
warehouse and delivery. Since Indonesia has sustained a
monetary crisis, many consumers prefer Chinese goods
because the price is very low but the quality is mediocre.
Management of Sinar Harapan understands the quality and the
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prices of Modern products because they sell "Modern" power
tools and receive the information from the customers that
the durability is reliable and the spare parts are
compatible to Makita power tools made in Japan.
Sinar Harapan also has the information from "Modern"
distributors in Jakarta that these products are well
positioned in the market. Perhaps, the level of income and
the demand for household goods in Jakarta are not same as
those in Lampung, but the management of this home
improvement firm presumes that "Modern" items are good
enough when they have the market in Jakarta.
The owner of Sinar Harapan has considered expanding
business by selling additional items such as electric
equipment, tile, and bathroom supplies. Currently, Sinar
Harapan sells bathroom equipment and tile in a limited
amount but no electrical equipment. This is a good business
opportunity to target customers who want to build or repair
their houses. The management of this firm expects to be
able to distribute the major materials (cement, paint,
metal round beams, metal angle beams, tiles, etc) and minor
items (hinges, door lock, sink, and electrical supplies).
They must consider the disadvantages of implementing this
plan. In the beginning, it will consume large amount of
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funds. Secondly, there are specific- companies that sell
either electrical components or bathroom equipment with
tiles in Indonesia. Sinar Harapan sells bathroom equipment
and tile because this company has become the main supplier
of materials to the production firms and home development
companies. This firm can compete with these specific
companies by selling vast amounts of tile, bathroom
supplies and electrical items and charging lower the price
than they do.
The customers sometimes are emotionally involved when
they build their houses. This means they will buy the items
they want regardless of the price they have to pay.
Usually, Sinar Harapan attempts to target customers who
want to build customized houses. The customers purchase the
major construction materials, and then they will continue
buying the minor items when their houses are in the process
of being built. In this situation, Sinar Harapan has the
opportunity to offer these customers many high quality
items. Therefore, the customers of this firm will come back
if they are satisfied with the service and products.
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Threats
One of potential threats to Sinar Harapan is direct
representative of Japanese power tools in Lampung. It is
possible that the companies of Japanese power tool such as
Makita and Hitachi will setup their representatives or
dealers directly in Lampung. In this situation, Sinar
Harapan as Japanese power tool dealer will be downgraded to
a retailer because the main corporation of these power
tools will control and regulate directly the distribution
of their products. Because of this threat, the management
of this home improvement firm tries to push their sales by
lowering the price and selling many types and brands of
these tools. The customers will have many choices and
combinations to select from. Instead of being just a power
tool dealer, Sinar Harapan tries to become the distributor
of different products such as welding machines, steel pipe,
PVC pipe, etc.
Sinar Harapan as the supplier of Gunung madu
Plantations (GMP), Indomiwon, and Wong Coco face threats
from competitors who supply the major materials to these
projects. For instance, the asbestos brand name "Harflex"
is a major materials used by GMP. It is possible that a
company can apply to be a distributor of this product in
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Lampung and give the proposal to GMP to supply this
asbestos. This supplier will charge lower price than Sinar
Harapan does because it is the direct representative from
"Harflex" asbestos products. Sinar Harapan cannot charge
the same low price as this supplier even though this home
improvement firm purchases an abundance amount of these
items and pay for them quickly. Management of Sinar Harapan
cannot however purchase the products directly from the
!
producer. Therefore, they must buy this material from
distributors in Jakarta. In this circumstance, the
management of this home improvement company tries to make a
deal with this local distributor to purchase vast amounts
of asbestos and pay for them immediately. Management of
Sinar Harapan attempts to make this local distributor
understand that they both purchase the material from this
distributor in order to supply GMP and sell the materials
to consumers and regular customers. This local distributor
must understand that they will lose Sinar Harapan as one of
their potential customers if they keep supplying "Harflex"
to GMP.
Another possible threat of Sinar Harapan is from
foreign home improvement companies like Home Depot. This
assumes that Home Depot will expand internationally to
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Indonesia and Lampung. Home Depot could become potential
rival for Sinar Harapan. Home Depot is the world's largest
home improvement retailer with incredible performance and
ultimately strong capital. This giant company has an
extremely large inventory of products relating to building
materials, houses, gardens, kitchens, mechanical tools,
etc. Sinar Harapan does not deal with some of these
products because they consume too many funds.
Management of this home improvement firm believes that
it is not easy for Home Depot to take over the home
improvement market in Lampung, even though it is an
outstanding home improvement retailer.
Currently, Lampung is a small village where the
majority of the residents are of medium to low income
level. This means that the consumers who want to consume
high quality products are of a limited number. Many Lampung
residents are only able to afford medium and low quality
products because of their limited purchasing power.
Perhaps, the giant companies like Home Depot will not
invest their money in Lampung due to the low consumption
level of building materials and construction items in this
province. If Home Depot would invest in Lampung, their cost
may exceed their profit margins.
41
Home Depot rarely sells low quality products in order
to maintain its image to the consumers. Therefore, this
foreign firm probably could exist in a metropolitan city
like Jakarta (capital of Indonesia) and Surabaya (the
second largest city in Indonesia).because many residents
who live there have a high-income level, a luxurious
lifestyle, and a strong purchasing power..
Home Depot will probably pose the threat for Sinar
Harapan in the future. Lampung keeps growing and
flourishing; therefore, this province automatically
consumes a bulk of construction materials and creates a
large home improvement market. In this situation,
multinational companies like Home Depot perhaps will invest
their capital in this region.
Table 2. Grid of Customer Analysis
Customers Profit
Margin
Customer
Motivation
Price
Sensitivity
Product
Usage
Unmet
Needs
Production 
Company ,
High High' Medium High Low
Regular
Customer
Medium Medium - High Medium High
Contractor High High - .Medium High Low
Carpenter , Medium Medium High Medium Low
Home '
Developer
Low, Medium High High Medium
Suburb
retailer
Low Medium High High Low
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Management of Sinar Harapan charges a high profit
margin for production companies and contractors because
both of these customers pay their purchase by using a
payment plan. On the other hand, they a charge low profit
margin to home development companies and suburb retailers
because the price sensitivity of these customers is high.
This means these home developers and retailers will go to
other home improvement companies if management of this home
improvement firm charge them high prices.
The unmet needs of regular customers are high because
their demand is extremely complex; therefore it is almost
impossible for a local home improvement company to fulfill
their demand. On the other hand the unmet needs of
production companies and contractors are low because they
always use the same items to construct and maintain their
companies although some of the items are very specific. The
unmet needs of carpenters are also low because they always
use the same power tools to do their wood work; therefore
suburb retailers and Sinar Harapan as the main distributor
of these tools are able to fulfill their needs of power
tools and spare parts.
The customer motivation of production companies and
building contractors is high. This means, these companies
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will keep purchasing from Sinar Harapan once they feel
satisfied. In contrast the rest of the customers have
medium level of customer motivation because prices are
their major concern.
Table 3. Grid of Competitor Analysis: Home Improvement 
Segment
Gading
Jay a
Suara
Baru
Sinar
Jay a
Pane a 
Logam
Karya
Sakti
Financial
Position
Strong Mediocre Strong Mediocre Strong
Prices Low Medium Low Low Low
Customer
Service
Mediocre Good Mediocre Bad Good
Quality 
of the 
Product
Low Medium Low Medium Low
Variety 
of the 
product
Wide Mediocre Wide Mediocre Wide
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Table 4. Grid of Competitor Analysis: Technical Tool 
Segment
Nusantara Sinar
Logam
Sarana
Teknik
Logam
Jay a
Financial
Position
Strong Mediocre Strong Strong
Prices High High High Medium
Customer
Service
Bad Good Mediocre Good
Quality of 
the
Product
High High High Medium
Variety of 
the
product
Wide Mediocre Mediocre Mediocre
Table 5. Grid of Competitor Analysis: Supplier for 
Production Company Segment
Sinar
Delta
Jay a 
Abadi
Lima
Saudara
Financial
Position
Mediocre Strong Strong
Motivation High Mediocre High
Customer
service
Very
Good
Mediocre Mediocre
Distribution 
of product 
quantity
Huge Huge Medium
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Abadi
Teknik
Tirta
Jaya
Sentosa
Teknik
Financial.
Position
Mediocre Extremely
Strong
Extremely
Strong
Motivation Mediocre Low Low
Customer
service
Very
Good
Mediocre Mediocre
Distribution 
of product 
quantity
Medium Limited Limited
The motivation of Tirta jaya and Sentosa Teknik is low
because they supply only basic construction materials such
as metal angle beams, metal round beams, steel plates,
steel pipes, and etc to the production companies. In
reality, a production firm needs more complex items such as
technical tools and home improvement products.
Table 6. Grid of Market Analysis
Home
Improvement
products
Technical
Tools
Power Tools
Growth of the
market
Fast Slow Fast
The most
potential
market
Home
development
companies
Production
companies
Suburb
retailers
The most
potential
submarket
Contractors Contractors Carpenters
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Table 7. Key Success Factors of the Industry
Strong Financial 
Support
Supporting
items
Vast variety 
of the product
Home
Improvement
Required Not
Required
Required
Technical
Tools
Required Required Required
Power Tools Required ■Required Required
Customer
service
Promotion
Home
Improvement
Required Required
Technical Tools Required Required
Power Tools Required Required
Trucks Distribution
Channel
Home Improvement Required Required
Technical Tools Not Required Required
Power Tools Not Required Required
Big
Warehouse
Good Quality 
Products
Low Price
Home Improvement Required Not Required Required
Technical Tools Not
Required
Required Not Required
Power Tools Not
Required
Not Required Required
The players in the Home improvement segment do not
have to provide good quality merchandise because many
buyers are able to afford only medium and low quality
products due to their weak purchasing power. The
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consequences are that the players in this segment have to
charge low prices in order to attract many customers.
The players in this segment also do not have to
provide supporting items for home improvement products such
as electrical supplies, bathroom equipment and paint
because there are special stores which sell these items;
therefore it is hard to compete with these stores.
The players in technical tools have to sell good
quality products because particular customers such as
contractors and production companies will use these tools.
These customers will ask for high quality technical tools
to ensure the quality of their jobs. The consequences are
that the prices of these tools are expensive because they
possess high specification that only a few store sell them.
Due to the circumstance that many carpenters tend to
fix their broken power tools instead of buying new ones,
the players in power tools segment have to sell the
supporting items for these products including their spare
parts in order to fulfill their customers' demand.
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Table 8. Grid of Environment Analysis
Technology Affected to 
Sinar Harapan
The price of 
main
commodities 
in Lampung 
(coffee and 
pepper)
Highly 
affected to 
Sinar
Harapan
Political
Situation
Affected to 
Sinar Harapan
Bank
Interest
Affected to 
Sinar
Harapan
Economic
Situation
Affected to 
Sinar Harapan
The
activities
of
production
companies
Highly 
affected to 
Sinar
Harapan
Bottom Line of External Analysis
The economic situation in Indonesia affects
significantly many segments of business including home
improvement. This means that the Indonesian government
needs to overcome the economic situation in Indonesia. Many
buyers lost their purchasing power and some home
improvement companies were forced into bankruptcy. Sinar
Harapan attempts to draw more customers to the home
improvement and technical tools departments in order to
compete with other companies in these markets. The
t
assumption is that many buyers will go to the competitors
of this firm because these competitors focus specifically
on each of these divisions. Due to the power tool market,
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Sinar Harapan tries to keep their customers coming because
this company is the leader of this market in Lampung.
Sinar Harapan tries to broaden their market by
targeting many segments of population, including home
development companies, government projects, and production
firms. By making a deal with these customers, this company
has the advantage of creating a business with the
submarkets of these customers. The owner of this firm also
plans to expand his business by establishing a newly form
company for example a contracting firm and a distributing
company of Chinese merchandise. He plans to do this because
Sinar Harapan has already created the business channels.
Another reason for expanding business is because management
of this company cannot predict the success of the current
business. In future situations, if Sinar Harapan does not
succeed in the market, the owner of this company can expect
his new firms to take over the market.
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CHAPTER THREE
SITUATION ASSESSMENT OF INTERNAL ANALYSIS
This chapter describes and analyzes the internal
situation of Sinar Harapan including prices, products,
strengths, weaknesses, promotion, financial performance,
and distribution channels. Completing an internal analysis
would keep management of Sinar Harapan understand the real
condition of this company in order to make decisions for
company expansion.
Products and Prices
Management of Sinar Harapan tries to keep their prices
as low as possible in the building material segment to
compete with other home improvement companies in Lampung.
The profit margin of this segment is approximately 7% to
10% except for cement which is 4%. They have their reasons
for selling these products at such a low price. To start
with, these materials are common items and almost all home
improvement companies sell them. This means customers will
go to other store immediately if they do not feel satisfied
at the prices of Sinar Harapan. Secondly, by covering them,
Sinar Harapan expects to be able to sell these items in
high volume because these are the basic materials for
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building houses. The other reason is that this home
improvement company expects the customers who buy these
materials to purchase other items in the store. For
instance, cement is sold at very low prices with a very low
profit margin (1.000 rupiah or 12 cents when converted to .
U.S dollars) for one sack. Selling cement at low price is
expected to influence the customers to purchase other items
such as metal round beam, metal U beam, metal angle beam,
paint, door lock, pipe, sink, and etc. In other words,
cement is an attractive item for enticing customers to buy
other necessary materials.
Sinar Harapan needs to obtain a high profit margin for
galvanized plates because this company buys these items in
bulk from their distributor and sell these materials at
customized measurement (one roll equals one hundred
meters). The situation could occur where an employee
wrongly measures and cuts these galvanized plates to
fulfill customers' demand. In this circumstance, it becomes
very difficult to find the buyers who want to purchase
these items at those measurements. This is one reason for
selling these galvanized plates at higher prices. The same
can be said for hose, rope, and welding cable. This firm
needs to provide these building materials in a large amount
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of items with many different sizes to meet the demands of
customers. For example, this company sells galvanized pipes
W to 4".
Sinar Harapan receives approximately 8% to 10% profit
margin from regular customers who purchase Metal Steel
Plate and this firm receives 15% profit margin from
production companies for the same products. The reason for
charging higher profit margin for production companies is
these companies purchase the products of this trading firm
in credit.
In plumbing section, Sinar Harapan charges profit
margin from 10% to 40% because of many reasons. Firstly,
this relates to cost of the products. For instance, this
company receives extremely high profit margin (40%) for PVC
Ball Valve 1" because of low cost of this item which is
only Rpl2.500 per piece. In contrast, this firm receives
low profit margin (10%) for Cast Iron Gate Valve 4" because
cost of this product is high which is up to Rpl.500.000 per
unit. Secondly, this relates to the specificity of the
products. For instance, Sinar Harapan receives profit
margin for PVC pipes which is lower than 20% because these
are common products. This company decided to sell pipe
fittings because this is part of their business strategy in
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the plumbing section. Management of this firm realizes that
profit they receive is low because of cost of these
products even though they charge around 20% of the profit
margin. The situation could arise in which customers who
want to buy pipe leave Sinar,Harapan immediately when they
know this store does not have pipe fittings. Due to this
situation this company needs to sell these particular items
in order to attract more customers to buy not only pipes
but also other plumbing products.
A stator is a stationary part of power tool that
provide a place for the armature to turn. A carbon brush is
the part of power tools that prevents these tools from
overheating. Sinar Harapan distributes power tools to the
retailers in suburbs of Lampung. This company charges these
customers special prices which lower than regular prices.
For example, Sinar Harapan can buy Planer 190OB Makita at
900.000 rupiah from the distributor and sell it for 925.000
rupiah to regular customers, but this company sells the
same product for 910.000 rupiah to their retailers. The
problem is that if these retailers sell their power tools
to their regular customers cheaper than Sinar Harapan does
so that this firm, may lose customers. For instance, these
retailers could sell this planer at 915.000 rupiah.
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Sinar Harapan cannot sell these power tools at the
same prices to both their regular customers and suburb
retailers. The goal of conducting business is to get the
profit. If Sinar Harapan charges their retailers and
regular customers the same prices, these retailers will not
be able to sell their power tools because they must sell
these items at a much higher price than Sinar Harapan does.
As a result, the marketing area of power tools in Lampung
will be limited.
Principally, Sinar Harapan has the advantage of
becoming the main dealer of Makita and Hitachi power tools.
This firm is the only dealer for these Japanese products in
Lampung. Therefore, this company can dominate the sales of
these power tools, as long as they keep profit margin no
higher than 10% for these tools and 20% for their spare
parts. The other challenge is that this firm has to provide
a vast number of power tools, including their spare parts
in order to show Sinar Harapan is a competent Makita power
tool dealer.
Sinar Harapan charges 20% profit margin for both
Chinese power tools and their spare parts. As displayed on
appendix, the prices of Chinese power tools and their spare
parts are much lower than these of Japanese power tools.
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The purchase of Chinese power tools is the solution
for most of regular customers of this company because of
low prices. Chinese power tools have many spare parts which
can be fitted into Japanese power tools. These Chinese
spare parts become substitute items for the customers who
want to fix their Japanese power tools instead of buying
the expensive original spare parts made in Japan.
In the technical tool segment, the profit margin is
varies from 6% to 20% depending on the product
specifications. This means the more specific the product is
the higher the price. For instance, Sinar Harapan charges
only 6% of the profit margin for Electric Welding Handle
300 Amps made in China because this is a common technical
tool. In contrast, this firm charges 20% for Argon
Regulator because this is a specific technical tool sold
only a few stores.
Another concern for charging a high profit margin for
an Argon Regulator is that only particular customer like
contractors uses this tool. Perhaps, the owner of Sinar
Harapan should invest his money in this tool for longer
periods. By selling.these technical tools, this firm
considers the money as part of their pricing strategy. For
example, this company charges the same amount of profit
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(50.000 rupiah) for a Welding torch, brand name Gloor and
Cutting torch, brand name Strong 25 Chiyoda, even though
the buying price of this Welding torch is much cheaper than
that of Cutting Torch. Sinar Harapan practices this
strategy because they intend to compete with other
companies by charging lower prices than these companies do
in order to attract more customers.
In regular tool segment, Sinar Harapan charges various
profit margins from 10% to 50% depending on the buying
price of these products. For instance, this company charges
50% profit margin for paintbrushes because their buying
prices are small (less than 10.000 rupiah). In contrast
this firm charges only 10% of the profit margin for stick
electrodes because of certain reasons. Firstly, these are
common products that customers usually buy in large
quantities. Secondly, the buying prices of some of these
products are expensive (more than 10.000 rupiah).
Unfortunately, Sinar Harapan is not the distributor of
these tools. There are other companies such as Kharisma,
Sanjaya, and Kertajasa which are the wholesalers of these
tools in Lampung. Therefore, they receive lower prices
because they buy in a larger amount than Sinar Harapan
does.
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Paint segment is an additional area for Sinar Harapan
to conduct the home improvement business. This company-
sells only some brands of paint for wood, metal, and
drywall. This firm also provides specific paint such as
paint for lining roads and marine paint for sea craft in
order to fulfill the orders of government and production
companies.
Sinar Harapan does not focus on the paint segment
because it is hard to compete with specific stores which
sell only paint. Sinar Harapan charges approximately 10% of
the profit margin for this paint section. This firm also
sells another outstanding wood paint, brand name Impra.
This product is special because users have to buy all three
components (wood filler, wood stain, and melamine sanding
sealer) to achieve the best result. The instructions call
for wood filler at the beginning; wood stain as the second
step; and melamine-sanding sealer as the last one. The
result is much better than regular wood paint.
The prices of Sinar Harapan are negotiable. This is
important so that this company is able to understand
whether their prices are too high or too low. In this
situation, their customers will complain if they sell their
products too expensive. Implementing pricing strategy,
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Sinar Harapan charges different price for different
customers. This company charges production companies higher
prices than regular customers because these production
companies pay for their purchase by using a payment plan.
This firm charges their special customers lower prices than
regular customers because these special customers always
buy this company's products in large quantities frequently
and pay for their purchase in cash.
Strengths
Strategic Location
Sinar Harapan is located strategically in the Tanjung
Karang city, one of the business districts of Bandar
Lampung, the capital of Lampung province. Many buyers and
retailers who travel across Lampung from many directions
will pass by the location of this firm. This location gives 
this firm an advantage. Many people will accidentally or
deliberately arrive to this store to buy necessary home 
improvement and construction materials. The disadvantage of 
this location is that it is not a specific location for
home improvement business whereas the other concentrated
area for this business is located in the city of Teluk
Betung, Southwest of Bandar Lampung. Teluk Betung is less
59
strategic than Tanjung Karang because buyers who travel
both from north to south and from northwest to southeast
will not pass Teluk Betung. Therefore, most of the
customers who come to Teluk Betung are familiar with the
store itself.
Many businesses still rent the stores and storages
unit for sustaining their business activities. Rental cost
will obviously consume funds which must be subtracted from
the profit, thus it is a disadvantage for these firms to
strengthen their capital for business expansion. These
circumstances do not happen to Sinar Harapan because this
company has their own store and warehouse. Owning their own
business is an advantage because the owner of this firm is
able to save funds for business expansion.
No Loan from Bank
The owner of sinar Harapan does not borrow money from
banks to conduct his home improvement business. Currently,
the interest of loans is approximately 19% per year.
Conducting home improvement business requires strong
Capitals for leading the market. This means that firms with
smaller capital have difficulties surviving this business.
The potential customers who buy an abundance of items will
continually be in debt to a home improvement company. This
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is more likely the case with a firm that has a sufficient
and large amount of capital. The more money he borrows from
the banks, the more he has to pay in interest rates, and so
it will significantly' affect the profit margin for
reinforcing the capitals.
Targeting Many Building and Construction Segments
As previously described, some firms focus on either
home improvement or technical tools or both. Sinar Harapan
attempts to attract customers by selling technical tools,
home improvement materials, and power tools. For instance,
this company attempts to compete in the home improvement
segment.
Home improvement market is very complex. The
possibility of one business unit serving an entire
population is rare. This means that every company can sell
many different kind of home improvement items. Even though
Sinar Harapan is not superior in home improvement market in
Lampung, this company can still compete because they sell
these items used by production companies such as Gunung
Madu Plantations, Indomiwon, and Wong Coco. Sinar Harapan
targets many segments such as home development, regular
customers, production companies, contractors, etc. The
advantages explained above will give management of Sinar
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Harapan the incentive for expanding the company unless
unexpected situations arise such as economic downturn and
social turmoil.
Weaknesses
One of the weaknesses of Sinar Harapan is lack of
personnel. This company is a private company fully owned by
my father. There are no stockholders or any outside family
members involved in this trading company. Logically
thinking, more management will need to be involved if the
company expands.
Due to the management of Sinar Harapan, the owner of
this company needs more people who are family members to
assist him to run this firm. The owner of this firm
appointed three staff as his assistants two years ago to
replace me temporarily. Probably, the best way to solve
this personnel problem is to alter the form of Sinar
Harapan from private, company to a corporation that consists
of stockholders. In this circumstance, the owner of this
company would be able to invest money to buy stocks and get
the profit. The problems that may arise are the disputes
among the stockholders about the policies of the firm, the
installment of the managers, and the conspiracy among
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stockholders to control the company. Furthermore, the
success of the company will depend on not only the family
members of this company but also on any outsiders who
become the stockholders.
Another weakness of Sinar Harapan is less active in
approaching the production firms as the suppliers.'Because
this trading company lacks the necessary personnel, they
must try to strengthen their company by charging lower
prices in order to attract more customers.
Lampung is a small province. Once a company becomes
stronger and dominates the building and construction
market, buyers and consumers will automatically come even
though it does not guarantee that they will buy the
products. Word of mouth communication is so important
because customers tell to other customers about the best
place for buying construction materials. Due to word of
mouth communication, Gunung Madu plantations, Wong Coco,
and Indomiwon have become the customers of Sinar Harapan.
These production companies appointed Sinar Harapan as their
main suppliers because the prices of this home improvement
firm are competitive and this firm also carries a variety
of general and specific items.
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Due to employees, management of Sinar Harapan concerns
about the quality instead of quantity of their employees.
Currently, Sinar Harapan has fifteen employees including
three drivers. This firm still however has the difficulties
controlling their employees. It is impossible to control
the employees one by one when they serve the customers
because this company still does the transactions manually.
Management of Sinar Harapan relies on the honesty of their
employees, giving more incentives and paying salaries above
minimum wage.
This company also tries to build good relationship by
using the human approach to train their employees. It is
important to treat these employees like family members. For
instance, Sinar Harapan covers their medical cost if they
are sick. Moreover, This firm will punish any employee who
behaves improperly and fire them if their conduct is
dishonest.
Promotion
Management of Sinar Harapan does not conduct promotion
methods such as advertisement or public relations. Word of
mouth communication among their customers and direct
marketing to the customers plays vital role in the
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promotion methods of this company. Sinar Harapan explains
to their customers directly and bluntly about the advantage
and disadvantage of their current and new products because
they do not intend to deceive their customers. As a result,
these customers trust this firm and return to buy more
products. To expand the company and to incorporate the
distribution of Chinese products, brand name Modern,
Management of this firm considers using advertisement to
promote these products because Modern is the new item in
Lampung and therefore not so many people know about it.
Using local newspaper as advertisement is a good way
to promote new products because this newspaper reaches
suburb areas of Lampung. Another promotion method is to
distribute brochures to the customers about this company's
new products when these customers come to the store. Using
brochures will cost more than advertisement, but brochures
will be more effective than advertisement because Sinar
Harapan will face their customers directly to promote their
new products.
Distribution Channel
One business principle is to seek the distributors who
are able to offer the lowest possible prices. Sinar Harapan
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purchases merchandise from many kinds of distributors who
are listed below:
• Local distributors who directly represent the
main company for liquid products such as paint,
putty, primer, and thinner
• Direct importers from Jakarta who offer
competitive prices and better quality of products
for technical tools (oxygen regulator, welding
torch, spray gun for painting); construction
tools (adjustable wrench, pliers, screwdrivers,
and rubber gloves); Chinese and Japanese power
tools including their spare parts
• Local wholesalers for building materials such as
PVC pipe, galvanized pipe, metal round beam,
metal angle beam, etc
Currently, Sinar Harapan has four trucks as the
transportation vehicles. The quantity of these trucks is
enough for conducting business because Sinar Harapan
focuses their business on power tools. It is different
situation if this firm focuses on building and construction
materials that require more space in warehouse and
delivery. In this circumstance this company must provide
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more trucks and build larger warehouse. In selling
merchandise, Sinar Harapan plays the roles as wholesaler
for both Chinese and Japanese power tool, and retailer for
home improvement and construction materials.
• Chinese and Japanese' Power tools including their
spare parts:
Sinar Harapan------------------------- -^Customers
Sinar Harapan-- -^suburb retailers------^Customers
• Home improvement and construction materials:
Sinar Harapan------------------------- -^Customers
Financial Performance
The financial situation of Sinar Harapan is in good
condition. The owner of this firm has $250,000 as a
certificate of deposit and $100,000 in his saving account.
Due to these circumstances, he does not need to borrow
money from other bank because he has sufficient funds to
conduct his business. The value of total assets of Sinar
Harapan currently is approximately $1,000,000. Most
investment is in merchandise. These goods constitute almost
half of these total assets. If the owner of this firm takes
a loan from the bank, there are both advantages and
disadvantages. The disadvantage is that he has to pay
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interest if he borrows money from the bank (approximately
19% per year); therefore, this will reduce profit of Sinar
Harapan used for expanding business. The advantage-is that
the owner of Sinar Harapan does not lose his own money if
his business should face bankruptcy because he may need his
company as collateral to acquire loans from the bank.
Furthermore, he can start new business by using the rest of
his capital.
Table 9. Total Revenue and Profit Margin of Sinar Harapan 
1991-2002 (in thousands U.S dollars)
Year
1991
Year
1992
Year
1993
Year
1994
Year
1995
Year
1996
Revenue 300 300 420 550 750 870
Percentage 
of Profit 
Margin
6% 6% 6% 7% 9% 10%
Profit 18 18 29.4 38.5 67.5 87
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Year
1997
Year
1998
Year
1999
Year
2000
Year
2001
Year
2002
Revenue 930 480 540 700 730 750
Percentage 
of Profit 
Margin
10% 7% 7% 8% 8% 9%
Profit 93 33.6 37.8 56 58.4 67.5
Sinar Harapan charged low prices in order to attract
more customers in the first three years of their home
improvement business. As the result, this firm only
received 6% of the profit margin or $18,000 in the first
two-years. This profit margin was extremely low compared to
the interest rate charged by the banks at that time which
was 11% per year. Like previously mentioned, the strategy
for conducting business in Indonesia includes making
comparison between the profit margin and interest rate.
This means if a businessman has a large sum of money, he
has to consider the best way to utilize it. Should he
invest it in business and get the profit or deposit it in
the bank and get the interest.
The peak performance of Sinar Harapan in the last
decade was in 1996 and 1997. This firm became the main
distributor of Makita and Hitachi power tools in Lampung in
1994. The sales increased drastically when the customers
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became more familiar with this store. Sinar Harapan also
obtained information from these customers that the prices
of their merchandise were cheaper than other home
improvement companies. During this period, this firm raised
the profit margin to 10% and derived a profit of $87,000 in
1996 and $93,000 in 1997. Unfortunately, Indonesia suffered
a monetary crisis at the end of 1997 and as a result, the
sales of this trading firm went down to $480,000 in 1998.
® Revenue 13 Percentage of Profit Margin □ Profit
Figure 1.' Sales and Profit of Sinar Harapan
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At this time the prices of home improvement products
including technical and power tools were unstable due to
the exchange rate of Indonesian currency and U.S dollar
because most of them were imported products. Due to the
unstable prices of these home improvement items, Sinar
Harapan applied the business strategy of withholding their
merchandise rather than dealing with the devastating
economic situation. They implemented this kind of strategy
in order to avoid a loss.
The reality was that Sinar Harapan could hardly afford
the products they had already sold because the prices went
up on these items. For example, the selling price of Makita
planer 1900B was 900,000 rupiah with 1% profit margin so
this firm received 9.000 rupiah as.profit. Once Sinar
Harapan sold this tool and ordered more from their main
distributor, they had to pay 1,500,000 rupiah, as a result,
this firm had to add 600,000 rupiah more to the same item.
In other words, this company suffered a loss. Due to this
condition, Sinar Harapan tended to withhold their
merchandise and wait for the stability of exchange rate
between Rupiah and U.S dollars. At that time, this firm
only sold local.products such as PVC pipe, rubber gloves,
screwdrivers, and cement because their prices were more
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stable and not so strongly influenced by the exchange rate
of Rupiahs and U.S dollars. In 1998 and 1999, Sinar Harapan
charged lower profit margin (7%) due to the weak purchasing
power of their customers. The revenue and profit margin of
this trading firm went back to normal in 2001 when the
exchange rate of rupiah and U.S dollars became stable.
Bottom Line of Internal Analysis
Sinar Harapan sells many technical tools, home
improvement items, and power tools. By selling these
products, this company applies different pricing strategies
for different products.. For instance, they charge very low
price to one product in order to persuade customers to buy
it and the other items relating to this product. On the
other hand, they charge high prices for some products like
technical tools because of high specification of these
products that are used by certain customers only.
Currently, this firm is in a good financial situation and
their business is able to generate profit for business
expansion. Marketing mix helps the management of this firm
to implement marketing strategies in order to increase
sales, satisfy the customers, and generate profit for this
company.
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CHAPTER FOUR
BUSINESS STRATEGIES AND FINANCIAL PLAN
This chapter explains and analyzes the appropriate
business strategies to target customers. Because of
constantly changing business environment, different
business strategies will be applied and implemented to
different customers. Many external factors such as
competitors, economic situation, and government policies
affect the productivities of customers. Due to the
competitive business environment, the implementation ofi
mutually profitable business strategies is important in
order to satisfy customers.
Segment of Production Company
By operating a construction material business, it is
important for Sinar Harapan to supply these building 
materials to production companies such as Gunung Madu
Plantations, Indomiwon and Wong Coco. This company tries to
apply appropriate strategies in order to target this kind
of potential customer. These strategies allow these
manufacturing companies to pay using a payment plan. This 
is important because these companies do manufacturing
activities which consume many funds. Therefore, it is
73
impossible for them to pay their suppliers in a short
period. By doing these manufacturing activities, these
companies are able to sell their products and get profits
to finance their business and pay their suppliers. Low
prices are not the only concerns as project suppliers. This
means suppliers who offer the products at very low price
cannot be appointed directly because these production firms
need to consider their financial situation in order to
allow these production companies to pay their debts based
on payment plan.
Another strategy is to respond and fulfill these
company demands in an expeditious manner at affordable
prices. This action is important because these firms need
construction materials quickly as supporting elements to do
their continual manufacturing activities. These production
firms' demand for construction materials is not only for
the common items but also the specific materials. They must
buy these items as the supporting elements for running
their production activities. Sinar Harapan has to provide
these materials as soon as possible to maintain a good
image to show that this firm is a competent supplier and to
avoid late fee charges. Sinar Harapan sometimes has the
difficulties obtaining these specific items because only a
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few stores sell these products. Management of Sinar Harapan
needs to discuss the situation with a purchasing manager if
this home improvement firm cannot obtain these specific
items within the dead line. Another alternative is to buy
these products at very high prices". In this situation, the
purchasing manager can talk with the head of the project
and discuss substitute products. Sometimes, these
production companies will cancel their order if the price
is too expensive. Sinar Harapan shows high intention to
become the main supplier of these production firms by
trying to fulfill their needs with affordable prices and
longer payment period.
Business ethics are important when dealing with these
production companies. By distributing these materials,
suppliers can create the opportunities to conduct immoral
business ethics.. They can form a conspiracy with the
purchasing manager to distribute low quality products as
the prices as those of high quality items. For instance,
suppliers may distribute a welding torch made in China but
they state on the bill that the item is German welding
torch which is much more expensive than this Chinese
product. Another example is that these corrupt suppliers
distribute 10 units PVC pipes but list 20 units PVC pipes
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on the bill. They manipulate all the things they can do to
get personal benefits. They are able to do this because
they bribe purchasing managers by giving money. Both of
these persons are unethical and their behavior will affect
the activities of these production firms negatively.
Usually, these suppliers and the purchasing managers will
be terminated immediately when the boards of directors know
about this manipulation. Sinar Harapan will not practice
this bad business ethics because they want to have a long
and profitable business relationship with potential firms.
Maintaining a good relationship with the management of
the production firms is important because they play a role
in giving purchase orders and appointing companies to be
the major supplier. This means Sinar Harapan needs to
tolerate them if they make mistakes accidentally and this
trading firm as the supplier suffers the consequences of
losing money. This situation has happened once in Sinar
Harapan. Management of Indomiwon misinformed this trading
company about the materials they needed. Sinar Harapan had
to buy the material to replace the wrong ones and as a
result, this company lost a large sum of money because the
materials which were already purchased from distributor
were not returnable. Sinar Harapan did not mind doing this
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because they wanted to sustain a long and profitable
business relationship with this company; and they
understood this happened because of miscommunication
between the user of these items and the1 management. At that
time, Sinar Harapan finally sold these unused items to
another contractors at a price lower than the cost of these
materials.
Segment of Contractor
Contractors are the companies who do their work based
on the contracts. Sinar Harapan needs to apply similar
strategies like those used in the production firms
previously mentioned in order to attract these contractors.
The problem with dealing with these contractors is to seek
the information about their performance to find out if they
do work well and manage their financial condition properly.
These strategies are important because management of Sinar
Harapan wants to make sure that the contractors will pay
all of their debts since these contractors do the projects
based on the value of the contracts. Many suppliers totally
stop supplying materials to these contractors if the
contractors refuse to pay the debts because of weak
financial situations. The problem with this arrangement is
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that if the suppliers stop supplying construction
materials, these contractors will not be able to do their
work properly and as a result; they will be unable to pay
their account to their suppliers. The suppliers still need
to supply construction material to them, but in a limited
way. In this way, they will be able to get funds and
profits from the projects they will be doing. To avoid
losing money too much, the suppliers probably need to make
arrangement about the collateral if these contractors are
definitely unable to pay their debts. It is a different
case when these contractors refuse to pay their accounts
even though they are able to do so. In this situation, the
suppliers must totally stop distributing construction
materials to them.
Segment of Home Development Company
Low prices are crucial when Sinar Harapan supplies
materials to the home development company. Unlike the
projects previously mentioned, the home developers consume
general building materials only to build the houses.
Occasionally, these companies use specific construction
items for building luxurious houses. For instance, they
sometimes need high equality paint, tiles, sink, door locks,
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and etc instead of standard items. Sinar Harapan should
charge lower prices because these companies often use
common construction materials regularly; in this case, they
will go to other competitors if the prices of the products
are not affordable.
When individuals buy houses, they need to consider
many factors such as the price, the type, model, and the
land. Home development companies mus-t have a strong capital
to finance the development of houses so it is important
that these companies pay their debts in shorter periods.
The reason is that Sinar Harapan as a supplier receives a
lower profit margin from these common construction items.
Every home improvement company can become the supplier of
home development firms as long as the suppliers fulfill the
needs of these home development firms and have the funds to
back themselves up. Suppliers heed to stop supplying
materials to developers who have not paid for their
accounts after the deadline to avoid losing money. It is
slightly different with the applied strategy to the
contractors previously mentioned because the financial
situation of these home developers depends on the sales of
houses they build. They will not get the profit if they
keep building the houses but nobody buys. The consequences
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are that these home development companies will be unable to
pay their credit even though suppliers keep supplying these
developers with a limited amount of building materials.
Segment of Retailer
Sinar Harapan needs to charge very low prices to
attract the retailers of home improvements and power tools
because these retailers want to sell these items to their
consumers. To meet retailers' demand, Sinar Harapan as a
distributor must stock a wide variety of products in order
to keep these retailers coming back. Retailers are
potential customers because they distribute and promote the
products of Sinar Harapan indirectly. For instance, Sinar
Harapan can offer these retailers new products with low
prices. Principally, all the products that have been
purchased are not returnable unless they are defective. To 
■ • <
attract more customers in the retail segment, Sinar Harapan
applies a strategy that allows these retailers to return
the new product if. the quality is bad, the performance is
not up to par, or the price is too high. Sinar Harapan as
the distributor of power tools in Lampung expects to be
able to identify the demand for power tools by obtaining
information from these retailers.
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Actually, these retailers are one of the promotion
tools because they contact their customers directly to sell
and promote the products of Sinar Harapan. Therefore, this
company allows these retailers who purchase in a large
quantity of items frequently to pay for their account with
the payment plan. Some of.them have weak financial backing
so they may have to sell their products first to receive
revenue for paying their distributors. Actually, this kind
of retailers can be a risk because they need the
distributors to finance their business. The risk of
becoming bankrupt or unable to pay the debts is high. Sinar
Harapan needs to distribute their products to these
retailers in order to broaden their market area. Management
of Sinar Harapan tries to make these financially insecure
retailers realize that they have to manage their financial
position properly for conducting business. They are
supposed to understand that if they do not pay their debts,
Sinar Harapan will stop supplying the products to them and,
as a result, they will not be able to conduct business
anymore.
Lampung is a small province in Indonesia. This means
that the information in that region is rapidly expanding.
When retailers do not pay for their accounts, many home
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improvement companies will automatically know about it.
Furthermore, all these companies will no longer supply
materials to these retailers who are socially black listed
because of immoral business ethics.
Segment of Government Project
Lampung is rapidly developing, therefore many public
infrastructure owned by local government are needed. Sinar
Harapan intends to target these government projects because
of the many advantages. Firstly, the risk of losing money
because of unpaid debt is practically non-existent.
Government of Lampung always prepares their budget before
implementing the development; therefore, the- funds for
purchasing materials are always available. Secondly, the
development of this area will consume a large quantity of
construction -materials for building these public
infrastructures. The other advantage is that the local
government will pay for their purchase quickly because they
plan to buy materials for their next projects.
Sinar Harapan implements strategy to distribute the
incentives to Lampung government based on the percentage of
the purchase of this local government. For example, this
company distributed $10,000 to the local government for
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past projects in the year 2000. Their purchase was $100,000
in that particular year.. These funds are necessary for the
government to run their activities and to finance the
development of this province.
The other strategy is to deal with government
contactors who do the projects. Sinar Harapan offers low
prices for materials and service such as free delivery of
merchandise, and other incentives. By dealing with these
contractors, Sinar Harapan expects to target the market in
the government projects because these contractors are able
to recommend this company to the incumbent persons such as
the governor, the mayor, and the head of project division.
Strategies for Competing with Local Competitor
Many corporations focus their business practices on
home improvement and technical tools. It is quite difficult
to dominate these markets because these corporations have
had the privileges for serving the customers. They also
have strong capital for investment in the business. Sinar
Harapan implements strategy to target the segment that
their competitors do not serve. For instance, Sinar Harapan
focuses on power tool segments because their local
competitors do not target this market while they saturate
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the market of construction with building materials and
technical tools, but Sinar Harapan dominates this market
with power tools.
Sinar Harapan sells construction materials and
technical tools but this company is not the leading
marketer of these products. Dominating the market with
superior items is important because the business
environment in building materials is very competitive. A
home improvement company cannot compete against other
companies in one segment, so this firm must try to find
other segments to lead the market. It is almost impossible
for a local company to focus on all the construction
material market because of the need for a large capital
requirement. Perhaps, the only firms that are capable of
dominating all the markets in construction materials are
multinational companies like Home Depot because this
company has ultimately strong financial support.
Strategies for Competing with Foreign Company
Home Depot is the best company in building
construction. Competing with this foreign firm, Sinar
Harapan applies strategy to create account for their
customers who buy building construction materials in a
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large (quantity continually. Unlike the USA, there is no
Social Security Number in Indonesia so the firm that wants
to give the loan is unable to check the credit history of
the creditor. This means that a firm that creates accounts
to its customers solely based on the assurance that they
will pay their debts. It is one risk of conducting business
when a home improvement company loses money because of
unpaid debt. Perhaps, Home Depot would not give the credit
to their customers without knowing their credit history.
Moreover, In Indonesia, building construction always
involves the debts. This means home improvement companies 
have to give credit to their potential consumers if they
want to keep these consumers coming back to buy more items.
It does not matter whether the company is local or foreign,
it will not obtain potential customers who purchase in
large quantities regularly if they are not willing to
extend credit.
Another consideration is that Home Depot needs to
understand the culture, the level of income, the custom,
and the wants and needs of Indonesian people before they
can establish their branch in Indonesia. In this situation,
the possible solution for Home depot to expand business in
this country would be to offer franchise to Indonesian
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building construction firms that are competent in
conducting this sort of business under Home Depot policy.
Perhaps, this local company is more capable of
understanding the factors previously explained.
Financial Plan
Sinar Harapan plans to expand their company in five
years from now. This business expansion will consume a
large amount of funds. There are three crucial elements
need to be considered to support this plan; buying a
warehouse, transportation vehicles, and office building. By
expanding business, the owner of this company plans to
establish new companies which will include contractors,
retailers, and distributors. The estimation is that
approximately $300,000, as working capital will be needed
for expanding business. Actually, the owner of Sinar
Harapan will be able to expand his company without
borrowing money from the bank. His concern will be the
uncertainty of his newly formed companies and whether these
new companies will be running properly or not. Looking at
this situation, he considers that he will use his own money
for $100,000 for the first, and then apply for a bank loan
for the balance. Due to the'current circumstances, he is
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still concerned about the economic and political situation
in Lampung that could trigger a riot. To solve this
problem, he has already insured Sinar Harapan by using Riot
Insurance Program.
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CHAPTER FIVE
CONCLUSION
The external and internal analysis of Sinar Harapan is
for company expansion. This company has important
customers, potential markets, competitors, and a business
environment, all of which have to be considered as the
crucial factors for making business decisions. Competing
with competitors in every segment of building and
construction material markets, this project analyzes the
implementation of the appropriate business strategies in
order to target more customers in each of these markets.
Due to the constantly changed business environment, the
concern of Sinar Harapan in the future is how to compete
with foreign home improvement companies if these companies
expand their business in Indonesia.
In expanding business, the owner of Sinar Harapan
plans to establish a contractor and a distributor as new
firms that have relationship with his main company.
According to Sinar Harapan, this firm runs properly to
generate profits for business expansion.
Pricing strategy has a crucial role to the existence
of Sinar Harapan as a trading firm. Principally, their
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pricing strategy is relating to the profit margin. They
charge high prices for some products in order to receive
better profit margin; on the other hand, they charge lower
prices for other products because this is part of their
business strategy to retain customers. With these business
strategies in mind, their goal is also to saturate building
and construction markets with as many products as possible
in order to fulfill their customers' demand. The problem is
that they sometimes wrongfully predict the needs and wants
of their customers; therefore, this problem creates a
disadvantage for increasing sales.
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APPENDIX A
PRODUCTS AND PRICES OF SINAR HARAPAN
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Building material
Items Cost of 
items
Selling
Price
01 Cement @50kg Rp25.000/ 
sack
Rp2 6.000/ 
sack
02 Galvanized pipe 56"x 6 
meters
Rp50.000 Rp55.000
03 Galvanized pipe %"x 6 
meters
Rp65.000 Rp70.000
04 Galvanized pipel"x 6 
meters
RplOO.000 RpllO.000
05 Galvanized pipe 2"x 6 
meters
Rp207.000 Rp225.000
06 Galvanized pipe 3"x 6 
meters
Rp345.000 Rp375.000
07 Galvanized pipe 4"x 6 
meters
Rp490.000 Rp525.000
08 Galvanized plate BJLS
0.20 mm x 90cm
Rpll.000/
meter
Rpl4.000/
meter
09 Galvanized plate BJLS
0.30 mm x 90cm
Rpl5.000/ 
meter
Rp20.000/ 
meter
10 Metal U Beam
50mm x 6 meters
Rp80.000 Rp90.000
11 Metal U Beam
100mm x 6 meters
Rpl40.000 Rpl65.000
12 Metal U Beam
150mm x 6 meters
Rp325.000 Rp350.000
13 Metal Angle Beam
40mm x 4mm x 6 meters
Rp32.500 Rp35.000
14 Metal Angle Beam
50mm x 5mm x 6 meters
Rp52.500 Rp55.000
15 Metal Angle Beam
60mm x 6mm x 6 meters
Rp80.000 Rp90.000
16 Metal Angel Beam
75mm x 7mm x 6 meters
Rpl25.000 Rpl50.000
17 Metal Steel Plate
2mm x 4 ' x 8'
Rp277.500 Rp300.000
18 Metal Steel Plate
4mm x 4 'x 8'
Rp444.000 Rp480.000
19 Metal Steel Plate
6mm x 4 'x 8'
Rp740.000 Rp800.000
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20 Metal Steel Plate
8mm x 4'x 8'
Rpl.110.000 Rpl.200.000
21 Metal Steel Plate
10mm x 4'x 8'
Rpl.665.000 Rpl.800.000
22 Metal Steel Plate
12mm x 4'x 8'
Rp2.109.000 Rp2.280.000
23 Metal Steel Plate
14mm x 4'x 8'
Rp2.500.000 Rp2.700.000
24 Metal Steel Plate
16mm x 4'x 8'
Rp3.050.000 Rp3.350.000
25 Nail (from 2" to 5") Rp3.750/kg Rp4.500/kg
26 Metal Round beam
4mm x 12 meters
RplO.000 Rpll.000
27 Metal Round beam
6mm x 12 meters
Rpl6.500 Rpl8.000
28 Metal Round beam
8mm x 12 meters
Rp33.000 Rp36.000
29 Metal Round beam
10mm x 12 meters
Rp41.250 Rp45.000
30 Metal Round beam
12mm x 12 meters
Rp52.800 Rp57.600
31 Metal Round beam
16mm x 12 meters
Rp75.900 Rp82.800
Plumbing
Items Cost of 
items
Selling
price
32 PVC Ball valve 1" Rpl2.500 Rpl7.500
33 PVC Ball valve 2" Rp3 6.000 Rp45.000
34 Cast Iron Gate valve 3" Rp750.000 Rp900.000
35 Cast Iron Gate valve 4" Rpl.500.000 Rpl.650.000
36 Butterfly valve 16mm Rp47.750 Rp60.000
37 Butterfly valve 18mm Rp53.000 Rp65.000
38 Butterfly valve 20mm Rp65.750 Rp80.000
39 Brass Ball valve Kitz Rp50.000 Rp60.000
40 Brass Ball valve Kitz 1" Rp70.000 Rp90.000
41 Brass Ball valve Kitz 2" Rp250.000 Rp300.000
42 Brass Gate valve 1" Rp50.000 Rp60.000
43 Brass Gate valve 2" Rpl80.000 Rp225.000
44 Check valve 1" Kitz Rp60.000 Rp75.000
45 Check valve 2" Kitz Rpl80.000 Rp210.000
46 Drainage pump sub 101 Rp260.000 Rp290.000
92
47 Drainage pump sub 201 Rp325.000 Rp3 90.000
48 Water pump type 126
9 meters suction
Rpl70.000 Rp200.000
49 Water pump type 370
40 meters suction
Rp500.000 Rp600.000
50 Water pump type 505
50 meters suction
Rpl.000.000 Rpl.200.000
51 Flexible metal hose 1" RplOO.000/ 
meter
Rpl25.000/
meter
52 Flexible metal hose 2" Rp200.000/
meter
Rp250.000/ 
meter
53 Excel color hose 1/2" Rpl5.000/ 
meter
Rp20.000/ 
meter
54 Excel color hose 3/4" Rp24.000/
meter
Rp30.000/
meter
55 Excel color hose 1' Rp30.000/ 
meter
Rp37.500/ 
meter
56 Rubber hose 1/2" Rp7.000/ 
meter
RplO.000/ 
meter
57 Rubber hose 3/4" RplO.OOO/
meter
Rpl5.000/ 
meter
58 Rubber hose 1" Rp20.000/ 
meter
Rp30.000/ 
meter
59 Pipe wrench 18" Tekiro Rp33.500 Rp45.000
60 Pipe wrench 24" Tekiro Rp48.500 Rp60.000
61 Hose clam stainless 1" Rp5.500 Rp7.000
62 PVC pipe 34 "x 4 meters Rp5.750 Rp6.500
63 PVC pipe %"x 4 meters Rp7.950 Rp9.000
64 PVC pipe l"x 4 meters RplO.850 Rpl2.000
65 PVC pipe 2"x 4 meters Rp23.850 Rp27.500
66 PVC pipe 3"x 4 meters Rp47.950 Rp55.000
67 PVC pipe 4" x 4 meters Rp79.500 Rp85.000
PVC Pipe Fitting
68 Coupling 34" Rp3 00 Rp3 50
69 Coupling %" Rp500 Rp600
70 Coupling 1" Rp650 Rp800
71 Coupling IV2" Rp2.000 Rp2.400
72 Coupling 2" Rp3.000 Rp3.600
73 Elbow 34" Rp400 Rp450
74 Elbow %" Rp550 Rp650
75 Elbow 1" Rp80 0 Rp950
■76 Elbow 134" Rp2.500 Rp3.000
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77 Elbow 2" Rp4.000 Rp4.800
78 Tee W Rp550 Rp650
79 Tee Rp700 Rp850
80 Tee 1" Rpl.000 Rpl.200
81 Tee 1%" Rp3.500 Rp4.200
82 Reducing coupling !6"x%" Rp400 Rp500
83 Reducing coupling %"xl" Rp600 Rp650
84 Reducing coupling l"x 2" Rp3.000 Rp3.500
85 Reducing coupling lY"x 2" Rp3.500 Rp4.200
86 Male Adapter W Rp3 00 Rp3 50
87 Male Adapter %' Rp450 Rp550
88 Male Adapter 1" Rp650 Rp750
89 Male Adapter V7i" Rpl.100 Rpl.320
90 Female Adapter W Rp400 Rp450
91 Female Adapter %" Rp500 Rp600
92 Female Adapter 1" Rp7 00 Rp850
93 Female Adapter 2" Rp2.500 Rp3.000
Galvanized. Pipe fitting
94 Coupling Rp800 Rp950
95 Coupling Rpl.000 Rpl.200
96 Coupling 1" Rpl.600 Rp2.000
97 Coupling 1%" Rp3.000 Rp3.600
98 Coupling 2" Rp4.500 Rp5.500
99 Elbow Rpl.000 Rpl.200
100 Elbow %" Rpl.400 Rpl.700
101 Elbow 1" Rp2.000 Rp2.400
102 Elbow 1Y" Rp4.000 Rp4.800
103 Elbow 2 " Rp6.000 Rp7.200
104 Tee Rpl.200 Rpl.450
105 Tee %" Rpl.700 Rp2.000
106 Tee 1" Rp2.700 Rp3.250
107 Tee 1)4" Rp5.000 Rp6.000
108 Tee 2" Rp7.700 Rp9.300
109 Union Y" Rp3.000 Rp3.600
110 Union Rp4.200 Rp5.000
111 Union 1" Rp5.000 Rp6.000
112 Union 1)4" Rp9.600 Rpll.500
113 Plug )4" Rp650 Rp800
114 Plug %" Rp850 Rpl.000
115 Plug 1" Rpl.000 Rpl.200
116 Plug 1)4" Rp2.000 Rp2.400
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Power Tools and Spare Parts
Items Cost of 
items
Selling
Price
117 Planer 82mm Makita 1900 B Rp900.000 Rp925.000
118 Circular Saw 7" Makita 
TY5800
Rpl.025.000 Rpl.050.000
119 Trimmer Makita TY3701 Rp950.000 Rp975.000
120 Drill Makita 10mm Rp270.000 Rp290.000
121 Hammer Drill 13 mm Makita 
HP1500
Rp525.000 Rp550.000
122 Router Makita TY3601 Rpl.825.000 Rpl.850.000
123 Angle Grinder 4" Makita Rp380.000 Rp390.000
124 Angle Grinder 7" Makita Rpl.150.000 Rpl.200.000
125 Cut Off 14" Makita TY2414 . Rpl.150.000 Rpl.200.000
126 Drill Machine 16mm China Rp800.000 Rp850.000
127 Jig Saw blade Makita for 
steel
Rp7.500 RplO.000
128 Jig Saw blade Makita for 
wood
Rp9.000 Rpl2.500
129 Concrete Cutter 4100NB 
Makita
Rp900.000 Rp940.000
13 0 Demolition Hammer HM0810 
Makita
Rp2.600.000 Rp2.700.000
131 Blower N4014 Makita Rp975.000 Rpl.000.000
132 Groove Cutter N3501 Makita Rp3.100.000 Rp3.250.000
133 Jig Saw 4300BV Makita Rpl.150.000 Rpl.250.000
134 Bench Grinder 9308 Makita Rp3.500.000 Rp3.750.000
135 Concrete Grinder 6C5000 
Makita Rp2.750.000 Rp3.900.000
136 Table Saw 2702 Makita Rp4.250.000 Rp4.500.000
137 Die Grinder 906 Makita Rp875.000 Rp910.000
138 Polisher 9218 (570 watt) 
Makita
Rpl.400.000 Rpl.500.000
139 Circular Saw 5600NB Makita Rp950.000 Rpl.000.000
140 Bench Grinder 6" GT15 
Hitachi
Rp2.300.000 Rp2.450.000
141 Circular Saw C6 Hitachi Rp920.000 Rpl.000.000
142 Disc Grinder 4"G1OSBI 
Hitachi
Rp420.000 Rp450.000
143 Drill 10mm FD10SA Hitachi Rp215.000 Rp235.000
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144 Impact Drill 12mm FDV12V 
Hitachi
Rp390.000 Rp425.000
145 Disc Grinder 6"G15SA
Hitachi
Rpl.000.000 Rpl.100.000
146 Bench Grinder 8"GT21
Hitachi
Rp3.450.000 Rp3.750.000
147 Cut Off machine 14"CC14SE 
Hitachi
Rpl.775.000 Rpl.850.000
148 Bench Drill Press B13S
13mm Hitachi
Rp7.300.000 Rp7.500.000
149 Jig Saw 55mm FCJ55 Hitachi Rp450.000 Rp480.000
150 Polisher 7" SP18 Hitachi Rpl.620.000 Rpl.700.000
151 Trimmer 6mm TR6A Hitachi Rp790.000 Rp850.000
152 Chain Saw 350mm CS350A 
Hitachi
Rpl.740.000 Rpl.850.000
153 Orbital Sander 92mm FS10SB 
Hitachi
Rp450.000 Rp480.000
154 Router 12mm M12SA Hitachi Rpl.650.000 Rpl.750.000
155 Universal Saw 15" SR15 
Hitachi
Rp6.900.000 Rp7.500.000
156 Planer 82mm P20SB Hitachi Rp425.000 Rp450.000
157 Blower PB20 Hitachi Rp820.000 Rp900.000
158 Screw Driver 6mm W6VA2 
Hitachi
Rpl.230.000 Rpl.350.000
159 Impact Wrench 22mm WH22 
Hitachi
Rp3.950.000 Rp4.250.000
Spare Parts of Power Tools made in China
160 Armature for Planer 190OB 
Makita
Rp60.000 Rp72.000
161 Armature for Trimmer-3701N 
Makita
Rp60.000 Rp72.000
162 Armature for Circular Saw 
5600NB Makita
Rp60.000 Rp72.000
163 Armature for. Circular Saw 
5800NB Makita
Rp60.000 Rp72.000
164 Armature for Drill HP 1500 
Makita
Rp60.000 Rp72.000
165 Armature for 2414 Cut Off 
Makita
RplOO.000 Rpl20.000
166 Armature for Grinder 9500N 
Makita
Rp60.000 Rp72.000
167 Armature for Planer P20SB 
Hitachi
Rp60.000 Rp72.000
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168 Armature for Circular Saw
C6 Hitachi
Rp60.000 Rp72.000
169 Armature for Circular Saw
C7 Hitachi
Rp60.000 Rp72.000
170 Armature for Grinder G10SB 
Hitachi
Rp 60.000 Rp72.000
171 Switch for Trimmer 3701N 
Makita
Rp2.000 Rp2.500
172 Switch for Planer 1900B 
Makita
Rp2.300 Rp3.000
173 Switch for Cut Off Makita 
TY2414
RplO.000 Rpl2.500
174 Stator for Planer 1900B 
Makita
Rp40.000 Rp48.000
175 Stator for Trimmer 3701N 
Makita
Rp40.000 Rp48.000
176 Stator for Circular Saw 
5600NB Makita
Rp40.000 Rp48.000
177 Stator for Circular Saw 
5800NB Makita
Rp40.000 Rp48.000
178 Stator for Drill HP 1500 
Makita
Rp40.000 Rp4 8.000
179 Stator for Grinder 9500N 
Makita
Rp40.000 Rp48.000
180 Stator for Planer P20SB 
Hitachi
Rp40.000 Rp48.000
181 Stator for Circular Saw C6 
Hitachi
Rp40.000 Rp4 8.000
182 Stator for Circular Saw C7 
Hitachi
Rp40.000 Rp48.000
183 Stator for Grinder G10SB 
Hitachi
Rp40.000 Rp48.000
184 Body for Planer 190OB
Makita
Rp3 5.000 Rp42.000
185 Body for Trimmer 3701N 
Makita
Rp35.000 Rp42.000
186 Body for Circular Saw
5600NB Makita
Rp3 5.000 Rp42.000
187 Body for Circular Saw
5800NB Makita
Rp35.000 Rp42.000
188 Body for Circular Saw C7 
Hitachi
Rp35.000 Rp42.000
189 Body for Grinder G10SB 
Hitachi
Rp3 5.000 Rp42.000
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190 Body for Planer P20SB 
Hitachi
Rp35.000 Rp42.000
191 Gearwheel for Cut Off
C356NA Ryobi
Rp22.500 Rp27.000
192 Gearwheel for Grinder
950ON Makita
Rp22.500 Rp27.000
193 Gearwheel for Grinder
G10SB Hitachi
Rp22.500 Rp27.000
194 Gearwheel for Planer HL.82N 
Ryobi
Rp22.500 Rp27.000
195 Gearwheel for Circular Saw 
C6 Hitachi
Rp22.500 Rp27.000
Power Tools Modern made in China
196 M2900 Planer 82mm Rpl52.500 Rpl83.000
197 MB104 Planer 155mm Rp2.800.000 Rp3.360.000
198 M2800 Router Rp275.000 Rp3 3 0.000
199 M2700 Trimmer Rpl20.000 Rpl44.000
200 M3800 Trimmer Rpl50.000 Rpl80.000
201 M3820 Trimmer Rp220.000 Rp264.000
202 M2130 Drill (13mm) Rpl60.000 Rpl92.000
203 M3100 Drill (10mm) Rpl25.000 Rpl50.000
204 M3380 Angle Grinder 4" Rp200.000 Rp240.000
205 M2600 Circle 6" Rp200.000 Rp240.000
206 M3700 Circle 7." Rp370.000 Rp444.000
207 M2400 Tile Cutter Rpl50.000 Rpl80.000
208 M2500 Sander R135.000 Rpl62.000
209 M2200 Jigsaw Rpl20.000 Rpl44.000
210 Compressor 2HP Rp650.000 Rp780.000
211 Drill Press 13mm Rp250.000 Rp300.000
212 Drill Press 16mm Rp650.000 Rp780.000
Power Tools GMT made in China
213 G0900 Planer 82mm Rp290.000 Rp348.000
214 G1414 Cut Off 14" Rp717.000 Rp860.400
215 G2601 Router Rp580.000 Rp696.000
216 G2701 Trimmer Rp230.000 Rp276.000
217 G3014 Blower Rp230.000 Rp276.000
218 G3100 Tile Cutter Rp290.000 Rp348.000
219 G3540 Sander Rpl78.000 • Rp213.600
220 G4900 Circular saw 9" Rp635.000 Rp762.000
221 G5409 Drill 13mm Rpl75.000 Rp210.000
222 G8500 Angle Grinder 4" Rp217.000 Rp260.400
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223 G806 Bench grinder 4" Rpl85.000 Rp222.000
224 G0500 Hammer Drill 13mm Rp250.000 Rp300.000
Spare Parts of Power Tools made in Japan
225 Armature for Planer 1900B 
Makita
Rp330.000 Rp363.000
226 Armature for Trimmer 3701N 
Makita
Rp300.000 Rp330.000
227 Armature for Circular Saw 
5600NB Makita
Rp342.000 Rp376.200
228 Armature for Circular Saw 
5800NB Makita
Rp399.000 Rp438.900
229 Armature for Drill HP 1500 
Makita
Rp420.000 Rp462.000
230 Armature for Cut Off 2414 
Makita
Rp600.000 Rp660.000
231 Armature for 950ON Grinder 
Makita
Rp380.000 Rp418.000
232 Armature for Planer P20SB 
Hitachi
Rp300.000 Rp3 3 0.000
233 Armature for Circular Saw
C6 Hitachi
Rp360.000 Rp396.000
234 Armature for Circular Saw
C7 Hitachi
Rp380.000 Rp418.000
235 Armature for Grinder G10SB 
Hitachi
Rp200.000 Rp230.000
236 Armature for Sander 9035NB 
Makita
Rp332.000 Rp365.200
237 Armature for Router 3601 
Makita
Rp770.000 Rp847.000
238 Armature for Tile Cutter
4100NB Makita
Rp380.000 Rp418.000
239 Armature for Trimmer TR6A Rp500.000 Rp550.000
240 Armature for Tile Cutter 
M4SA Hitachi
Rp3 75.000 Rp412.500
241 Armature for Drill FD10SB 
Hitachi
Rpl72.500 Rp207.000
242 Switch for Trimmer 3701N 
Makita
Rpl2.500 Rpl5.000
243 Switch for Planer 1900B 
Makita
Rpl5.000 Rpl8.000
244 Switch for Cut Off Makita 
TY2414
Rp50.000 Rp60.000
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245 Stator for Planer 1900B
Makita
Rpl38.000 Rpl65.600
246 Stator for Trimmer 3701N 
Makita
Rpl24.000 Rpl48.800
247 Stator for Circular Saw 
5600NB Makita
Rpl20.000 Rpl44.000
248 Stator for Circular Saw 
5800MB Makita
Rpl67.000 Rp200.400
249 Stator for Drill HP 1500 
Makita
RplOO.000 Rpl20.000
250 Stator for 9500N Grinder 
Makita
Rpl47.000 Rpl76.400
251 Stator for Planer P20SB 
Hitachi
Rpll6.250 Rpl39.500
252 Stator for Circular Saw C6 
Hitachi
Rpl45.000 Rpl74.000
253 Stator for Circular Saw C7 
Hitachi
Rpl75.000 Rp210.000
254 Stator for Grinder G10SB 
Hitachi
Rpl08.750 Rpl30.500
255 Stator for Router TR12 Rp260.000 Rp312.000
256 Body for Planer 1900B
Makita
Rpl50.000 Rpl80.000
257 Body for Trimmer 3701N 
Makita
Rpl65.000 Rpl98.000
258 Body for Circular Saw
5600NB Makita
Rpl70.000 Rp204.000
259 Body for Circular Saw
5800NB Makita
Rpl70.000 Rp204.000
260 Body for Circular Saw C7 
Hitachi
Rpl50.000 Rpl80.000
261 Body for Grinder G10SB 
Hitachi
Rpl60.000 Rpl92.000
262 Body for Planer P20SB 
Hitachi
Rpl65.000 Rpl98.000
263 Carbon Brush for Drill HP 
1500 Makita
Rp20.000 Rp24.000
264 Carbon Brush 303 for 
Circular saw 5800MB and 
5600NB Makita
Rpl2.500 Rpl5.000
265 Carbon Brush for Cut Off 
3612 Makita
Rp20.000 Rp24.000
266 Carbon Brush 51A for
Planer 1900B
Rpl2.500 Rpl5.000
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267 Carbon Brush 411A for
Angle Grinder 9500NB
Makita
Rp20.000 Rp24.000
268 Carbon Brush 153A for
Planer 1805 Makita
Rpl5.000 Rpl8.000
269 Carbon Brush 043 for 
Circular Saw C6 and C7 
Hitachi
Rpl5.000 Rpl8.000
270 Carbon Brush 021 for
Planer P20SB and Angle 
Grinder G10SB Hitachi
Rpl5.000 Rpl8.000
271 Carbon Brush 038 for
Router TR12 Hitachi
Rpl7.500 Rp21.000
272 Carbon Brush 251A for Tile 
Cutter 4100NB Makita
Rp20.000 Rp24.000
273 Carbon Brush 041 for Drill 
FD10SB Hitachi
Rpl5.000 Rpl8.000
Technical Tools
Items Cost of 
items
Selling
Price
274 Welding torch "Gloor" Rp450.000 Rp500.000
275 Cutting torch "Strong 25 
Chiyoda"
Rp700.000 Rp750.000
276 Regulator for Oxygen Rpl75.000 Rp210.000
277 Regulator for Argon Rp330.000 Rp400.000
278 Regulator for LPG Rpl75.000 Rp210.000
279 Spray Gun for painting 
"Sagola"
Rp225.000 Rp250.000
280 Spray Gun for painting 
"Meij i"
Rp675.000 Rp750.000
281 Electric Welding handle
300 Amps made in China
Rpl.650.000 Rpl.750.000
282 Compressor V-k Hp "Lakoni" Rp950.000 Rpl.000.000
283 Electric Welding handle
160 Amps made in China
Rp950.000 Rpl.000.000
284 Electric Welding handle
190 Amps made in China
Rpl.150.000 Rpl.200.000
285 Compressor 2 Hp "Lakoni" Rpl.150.000 Rpl.250.000
286 Jet Cleaner TKR 130 Bar Rpl.250.000 Rpl.350.000
287 Blower 3" Rp300.000 Rp350.000
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288 Stainless Steel Ruler one 
meter length
Rp75.000 RplOO.000
289 Drill for glass and tile 
6mm
Rpl2.500 Rpl7.500
290 Drill for glass and tile 
10mm
Rpl5.000 Rp22.500
291 Bench grinder 6" Rp200.000 Rp250.000
292 Packing tools 5/8" Rp250.000 Rp3 00.000
293 Rubber Hammer RplO.000 Rpl5.000
294 Outside Micrometer 75- 
100mm
Rpl25.000 Rpl50.000
295 Manometer 4kg-60kg Rp20.000 Rp25.000
296 Cutting Wheel 4" Rp5.000/pcs Rp6.000
297 Cutting Wheel 7" Rpl5.000 Rpl8.000
298 Cutting Wheel 10" Rp20.000 Rp25.000
299 Grinding Wheel 4" Rp5.000 Rp6.000
300 Grinding Wheel 6" Rp9.000 Rpll.500
301 Grinding Wheel 9" Rp31.000 Rp38.500
302 Chinese Electro Motor 1
Hp
Rp350.000 Rp375.000
303 Chinese Electro Motor 2
Hp
Rp600.000 Rp 675.000
304 Welding cable
50mm/3 80Amps
Rp8.000/ 
meter
Rpll.000/
meter
305 Single line welding hose Rpll.000/
meter
Rpl4.000/
meter
306 Single line welding hose 
3/8"
Rpl2.000/ 
meter
Rpl5.000/ 
meter
307 Dual line welding hose 
%"x3/8"
Rp22.000/ 
meter
Rp27.500/ 
meter
308 Magnetic drill "Dragon" 
made in China
Rp2.000.000 Rp2.250.000
Regular Tools
Items Cost of
items
Selling
Price
309 Combination Pliers Rpl5.000 Rp20.000
310 Padlock 40mm Rp5.000 Rp7.500
311 Padlock 50mm Rp7.500 Rpl2.500
312 Padlock 60mm Rpl2.500 Rp20.000
313 Paint brush 2" Rp2.000 Rp3.000
314 Paint brush 3" Rp3.000 Rp4.500
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315 Paint brush 4" Rp6.000 RplO.000
316 Flat File 10" Rp27.000 Rp35.000
317 Flat File 12" Rp35.000 Rp42.500
318 Square File 10" Rp22.300 Rp30.000
319 Square File 12" Rp20.000 Rp27.500
320 Round File 10" Rp27.000 Rp35.000
321 Round File 12" Rp3 6.000 Rp45.000
322 Rubber gloves Rp3.000 Rp4.000
323 Chinese Mechanical gloves Rp5.000 Rp7.000
324 Hand Taps 6x1 made in
China
Rp8.000/ 
piece
Rpl3.500/ 
piece
325 Hand Taps 8x1.25 made in 
China
RplO.000/ 
piece
Rpl5.000/ 
piece
326 Road Measure type 5000 
made in United Kingdom
Rp650.000 Rp725.000
327 Hole Cutter 20mm Rp 65.000 Rp75.000
328 Hole Cutter 25mm Rp77.500 Rp90.000
329 Wire Brush Bosch 3" Rp30.000 Rp3 5.000
330 Wool Polisher Bosch 4" Rp31.000 Rp3 7.500
331 Wool Polisher Bosch 7" Rp58.000 Rp70.000
332 Adjustable wrench 12" Rpl5.000 Rp20.000
333 Adjustable wrench 15" Rp30.000 Rp40.000
334 Screw driver 6" RplO.000 Rpl5.000
335 Screw driver 8" Rpl5.000 Rp22.500
336 Air chuck three function Rpl35.000 Rpl65.000
337 Air duster DG 101 Rpl8.000 Rp25.000
338 Air duster DG 102 Rpl9.500 Rp27.500
339 Air duster DG 103 Rp21.000 Rp30.000
340 Stick electrodes 2.6mm Rp7.3 00/kg Rp8.000/kg
341 Stick electrodes 3.2mm Rp6.600/kg Rp7.500/kg
342 Stick electrodes for 
stainless steel 2mm
Rp55.000/kg Rp60.000/kg
343 Stick electrodes for 
stainless steel 2.6mm
Rp40.000/kg Rp45.000/kg
344 Stick electrodes for 
stainless steel 3.2mm
Rp37.000/kg Rp42.500/kg
345 Stick electrodes for hard 
steel 2.6mm
Rpl8.000/kg Rp20.000/kg
346 Stick electrodes for hard 
steel 3.2mm
Rpl6.000/kg Rpl7.500/kg
103
Paint
Items Cost of 
items
Selling
Price
347 Dulux Weathershield A918 
(wall paint) (2.51tr)
Rpl20.000 Rpl32.000
348 Dulux Weathershield A918 
(201tr)
Rp890.000 Rp980.000
349 Dulux Pentalite A922 
(wall paint)(2.51tr)
Rp68.000 Rp75.000
350 Dulux Pentalite A922 
(201tr)
Rp500.000 Rp550.000
351 Platone (wall paint)
(51tr)
Rp26.000 Rp29.000
352 Platone (251tr) Rpl25.000 Rpl4.000
353 Vinilex (wall paint)
(51tr)
Rp45.000 Rp50.000
354 Vinilex (251tr) Rp215.000 Rp2 3 6.500
355 Qluc (wall paint) (51tr) Rp20.000 Rp22.000
356 Qluc @ 201tr Rp65.000 Rp71.500
357 Bee Brand Junior 66 for 
wood and metal (lltr)
Rp20.500 Rp22.500
358 Bee Brand 1000 for wood 
and metal (lltr)
Rp25.000 Rp27.500
359 Bee Brand 1000 (51tr) Rpll5.000 Rpl26.500
360 Kuda Terbang for wood and 
metal (lltr)
Rp20.000 Rp22.000
361 Platone 8000 for wood and 
metal (lltr)
Rp20.000 Rp22.000
362 Bodelac metal primer 
(lltr)
Rpl2.000 Rpl3.000
363 Bodelac metal primer 
(51tr)
Rp55.000 Rp60.000
364 Nippon Paint for road 
line (51tr)
RplOO.000 RpllO.OOO
365 Puma putty (4kg) Rpl5.000 Rpl6.500
366 Nippon Paint for ship 
(marine paint) (51tr)
Rpl50.000 Rpl65.000
367 Matex putty (4kg) Rp25.000 Rp27.500
368 Dulux putty (4kg) Rp45.000 Rp50.000
369 Wood Filler Impra (lltr) Rpl4.500 Rpl6.000
370 Wood Stain (light color) 
(lltr) Impra
Rp27.200 Rp30.000
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371 Wood Stain (dark color) 
(lltr) Impra
Rp31.000 Rp34.000
372 Melamine sanding sealer 
SS121 (lltr) Impra
Rp21.000 Rp23.000
373 Melamine sanding sealer 
MSS123 and 124 (lltr)
Impra
Rpl9.000 Rp21.000
(US)$1 = (Rp)8.000 Rp = Rupiah
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